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NEW HOME OF THE GREATEST ILLINOIS COMPANY 
Corner Lake Shore Drive and Scott Street 


Land and Building Owned and Occupied Exclusively by the 


ILLINOIS LIFE 


A PRELIMINARY STATEMENT 


The Company announces at the close of business December 31, 1922: 
PAID FOR INSURANCE IN FORCE WAS MORE THAN 


THAT ITS ADMITTED ASSETS AMOUNTED TO 


141 Million Dollars 21; Million Dollars 


WHICH IS AN INCREASE OF WHICH IS AN INCREASE OF 


5 Million Dollars 2 Million Dollars 


THAT ITS INCOME FOR THE YEAR 1922 WAS NEARLY CAPITAL. SURPLUS AND SPECIAL FUNDS OVER 


5 Million Dollars 3 Million Dollars 


SINCE ITS ORGANIZATION THE ILLINOIS LIFE HAS PAID 
POLICYHOLDERS anv tuerr BENEFICIARIES MORE THAN 


23 Million Dollars 























NATIONAL RESERVE 


The | 
National | 
, Reserve : 
Life 1 
Insurance iN 
Co. \ i\S \ N 


~~ “A Refuge in,. 
Time of Storm 


LEADS THEM ALL in its Home State, 


except two—The Metropolitan and New York Life 


It is gratifying to the officers of our Company to say that in 

1922 only two companies wrote more business in the state of ‘2 
Kansas than we did. We also show a greater increase in busi- 

ness in force than any other Kansas company. 


We Want District Managers for 

Arkansas, Missouri, Nebraska, 

Oklahoma, Iowa, Texas, 
Minnesota and Kansas 


—Write and See What We Have To Offer— 


Policy contracts that are different. Non-participating 
and Participating plan. 


Every active ofhcer of our Company is an experienced Life 
Insurance man. We have been on the firing line with the rate 
book for years. Our business is to help you. 


Better Life Insurance policies are being written— 
THE NATIONAL RESERVE LIFE writes them. 



































eee 2 ee Se 
THE NATIONAL UNDERW Life Insurance Edition, twenty-seventh year. No. 15. Th , April 12, 1923. 

Office of publication, 175 W. J Bivd., Chicago, Ill. $3.00 per year; 15 cents per copy. Entered as second 
class matter June 9, 1900, at post office at Chicago, T., under Act of March 3, 1879. 





The 
nual c 
ciation 
in Ch 
nounce 
to be | 
the spc 
The co 
by the 
commit 
Sept. 4 
central 
approp: 
connec: 
follows 
THE N 





_ Notw 
ta—un, 
In the y 
to one-! 
world p; 
gold; " 
$21,000,( 
Sources 
larger ¢; 
than th 
Nations— 
on luxy 
mcome ri 

Every 
build ar 
Operate ; 
. © com 
length ¢ 
orphan 
Where bh, 
Pices of 


Or $2.00 











The National Underwriter 


LIFE INSURANCE EDITION 





Twenty-Seventh Year No. 15 


CHICAGO, CINCINNATI AND NEW YORK, THURSDAY, April 12, 1923 


$3.00 Per Year, 15 Cents a Copy 





PROGRAM FOR CHICAGO 
CONVENTION LINED,UP 





Tentative Topics for Meeting of 
National Association of Life 
Underwriters 


FEW OF SPEAKERS LISTED 


Addresses and Discussions at Each Ses- 
sion to Revolve Around One 
- Central Subject 





The tentative program for the an- 
nual convention of the National Asso- 
ciation of Life Underwriters, to be held 
in Chicago, Sept. 5-7, has been an- 
nounced, containing the full list of topics 
to be considered, although very few of 
the speakers have been selected as yet. 
The convention proper will be preceded 
by the annual meeting of the executive 
committee of the association, Tuesday, 
Sept. 4. Each session is to have one 
central topic and the program contains 
appropriate comments on these topics in 
connection with the various sessions, as 
follows: 

THE NEED OF LIFE INSURANCE TO 

PREVENT DEPENDENCY 

. Notwithstanding the wealth of Amer- 
ka—unquestionably the richest country 
in the world, with wealth probably equal 
to one-half that of all the rest of the 
world put together; with half the world’s 
gold; with total bank resources of 
$21,000,000,000 more than the bank re- 
sources of the rest of the world; with 
larger capital value and an income larger 
than the total wealth of most other 
nations—a country that is said to spend 
on luxuries alone more than the total 
Mcome of any other nation—yet 
senver county in America needs to 
wild and maintain a poorhouse and 
operate a department of out-door relief. 
_ community can get along for any 
ength of time without at least one 
ee asylum, Charities are every- 
Where being operated under the aus- 
pices of the local government, and then 
~ addition from private sources as vol- 
a public institutions, and supple- 
; ented still further by the various 

a charity organizations. 
ws arity and dependency cost this 
mah Probably nearly $1,000,000,000 a 
coved t sum approaching the amount 

we by life insurance to prevent these. 
the + billion dollars is invested in 
ceed nited States in institutions for de- 
= ents. The number applying to in- 
— of this kind is steadily in- 
a .. The total number received in 
ne stitutions in 1910 was 5,400,000 
of et 2,000,000 in 1904—an increase 
. 400,000, or 170 percent. 

NCREASING THE AVERAGE POLICY 


Pan ad average agent does not sell 
a imsurance, The need of it is not 
ap yosseed upon the applicant, in 
i, Ses, as to cause him to buy the 
L000, ne really needs, How many 
-- Policies might be for $1,250, $1,500 

we, OF more? How much could 











| MUTUAL LIFE COMMENTS ON BABSON 





gotten out a statement regarding 

the Roger W. Babson’s comment on 
life insurance in one of his “barometer 
letters.” Mr. Babson in his famous let- 
ter advised getting in touch with life 
insurance experts who were not directly 
connected with the business and in 
many cases taking the equity and in- 
vesting in 6 percent securities using the 
nroceeds to nurchase new insurance. 
The Mutual Life says in this connec- 


Text Mutual Life of New York has 


tion: 

“The chief surprise in the barometer 
letter is found in the paragraph relating 
to the client who at age 28 purchased a 
twenty payment life policy for $10,000 
in a good company and who now, at 48, 
has a paid-up policy. Mr. Babson’s ad- 
vice to the gentleman is to surrender his 
paid-up policy for its cash value of ap- 
proximately $5,340, invest the proceeds 
at 6 per cent, using the interest thereon 
toward payment of premiums on a new 
ordinary life for $10,000. 


Would Constitute Twisting 


“This sounds plausible enough, but 
state insurance departments, life insur- 
ance companies and the majority of life 
insurance agents would, at least, where 
the insurance is changed to another 
company, classify the procedure as 
‘twisting’ and the agent responsible for 
it would be dubbed ‘a twister.’ Against 
the twister and his methods, laws with 
penalties attached have been enacted in 
many of the states of the Union and 
various other states have such laws un- 
der consideration. 

“Even were the old policyholder able 
to get new insurance, there are flaws in 
Mr. Babson’s suggested shift from a 
twenty payment life to an ordinary life. 
In the first place, the insured would be 
giving up a policy free from all restric- 
tions which apply to new contracts. He 
would be giving up a policy which is 
paid for in full, one which requires no 
effort for its maintenance, but on the 
contrary yields an annual cash income 
in the form of a dividend beginning at 
about $80.00, and this dividend would, 
in all probability, increase each year. 
The dividends, regardless of the physi- 
cal condition of the insured, could be 
left with the company from year to year 
as paid-up insurance for a sum much 
larger than the cash represented. 


Would Carry Less Interest Rate 


“The increase in the reserve or cash 
surrender value of the old paid-up con- 
tract amounts to from $100 to $125 per 
year, and the reserve of several thousand 
dollars is always available as a loan 
value in case of emergency, and this 
loan value, in at least a number of com- 
panies, would carry a less interest rate 
than applies to modern policies. 








“As against the very satisfactory 
status of the old policy on which there 
is nothing more to pay, but which in it- 
self is a source of income, the policy- 
holder would have the task of trying 
to invest the surrender value of the old 
contract in such a way as to be safe for 
all time and yet earn 6 per cent net 
after paying income taxes and other 
possible expenses. He would have 
traded for a policy on which a premium 
must be paid for the remainder of life, 
a policy with restrictions in the early 
years, one requiring a higher interest 
for a policy loan, and one in which the 
cash value would, for many years, be 
several thousand dollars less than the 
corresponding value in the old policy. 
Swapping an old paid-up policy for a 
new one at attained age with the higher 
premium for life is too often the first 
step toward lapsing the insurance en- 


tirely. 
Insurance and Investment 


“Some agents advise those of less ex- 
perience to keep the prospect from com- 
paring life insurance with investment, 
and it’s good advice to follow, If a 
man has absolute tenure upon his life 
for a known term of years and is shrewd, 
retains his mental balance and will save 
as he plans, he can invest money and 
get better percentage returns from his 
investment than the percentage returns 
paid by a life insurance company upon 
his funds held in trust. There’s no doubt 
about that. But man has no certainty 
except that he can’t tell what will hap- 
pen next. He is ‘heir to a thousand 
ills’ and subject to numberless unto- 
ward circumstances beyond his control; 
and, of course, any investment, how- 
ever good (investment in contradistinc- 
tion from speculation), has an element’ 
of risk—inherent in the investment it- 
self and in the evidence of his holding 
therein. 


Not Ordinary Investment 


“Great interest returns—and that 
means the probably safe 6 percent that 
some funds can and do earn—are not 
for life insurance. Neither is the risk— 
the risk inseparable from comparatively 
small holdings in anything, no matter 
how good. Life insurance, however, 
creates an immediate estate (and a good 
many investments are purchased 
through or from a bank and are paid for 
as the investor may find convenient), 
and it does pay large dividends of hap- 
piness and peace of mind. Life insur- 
ance is not investment as the term is 
ordinarily understood. It is the safest, 
most certain business arrangement in 
the world, and stands alone, a tower of 
strength to business, to investment it- 
self and to the individual.” 





we increase the insurance we sell by 
building up in units of $5,000 instead of 
$1,000—i.e., by writing policies for $2,500 
or $1,250—and encouraging our client to 
adopt a program for increasing his in- 
surance? How many times can an addi- 
tional policy be sent for and placed, in 
addition to the original? How many 
times does the agent settling a claim 
hear the regret that the insurance is 
(CONTINUED ON PAGE 22) 





Johnson With American National 


L. W. Johnson of Omaha, Neb., has 
been appointed supervisor of agents in 
the ordinary department of the Ameri- 
can National of Galveston. He will 
make his headquarters at the home of- 
fice and will travel through Texas, Ok- 
lahoma, Arkansas and Louisiana. Re- 
cently D. F. Caldwell was appointed to 
a similar position, 


EXPECT ALL TO ENTER 
‘SUB-STANDARD FIELD 


More Life Companies Now Being 
Forced Into It by Reason 
of Competition 


MAY RESTRICT WRITINGS 


One Company Has Had Good Experi- 
ence on Taking Only Three More 
Common Impairments 


NEW YORK, Apr. 10.—In the east 
the feeling is very strong that before 
many more years have passed all life 
companies will have to be writing sub- 
standard business. It is declared that 
there will be no dodging it. It is an 
inevitable development of the business, 
according to the eastern viewpoint, and 
companies will have to take it up, one 
after another, just as they did the issu- 
ance of the total and permanent dis- 
ability clause. Eastern officials say 
that competition is forcing the change. 
A company that writes sub-standard 
business places in the hands of its 
agents a formidable competitive weapon. 
It gives them a strong advantage in 
the field. Worse, the agents with com- 
panies not writing sub-standard busi- 
ness become disturbed over what they 
feel to be a most serious lack of facil- 
ities. In the end, after much agitation 
from the agency department and field 
force, a company capitulates and enters 
‘the sub-standard field. At least that is 
how the eastern life insurance officials 
feel about it. 

Get Inte Band Wagon 


The vice-president of one of the 
medium sized eastern companies which 
has just taken up the writing of sub- 
standard business makes this significant 
icomment: “We are finally writing 
lsub-standard business, although all of 
ius at the home office have been opposed 
jto the idea. When we realized that 
our hand was being forced, and that 
we would have to get into the band 
wagon, whether we wanted to or not, 
all of us at the home office began to 
make a close study of sub-standard 
business. We delved into every feature 
of it. We examined not only the ex- 
perience of the New York Life, Metro- 
politan, Prudential and other large 
companies, which have had an extended 
experience in the writing of sub-stan- 
dard business, but we investigated the 
results of the medium sized and smaller 
companies which had ventured into the 
handling of impaired cases. Our in- 
vestigation continued for more than one 
year. 

Reduce Rejections 50 Percent 


“At the end of that time we had 
reached this very interesting conclusion 
—that the rejections of any life insur- 
ance company not writing sub-standard 
business can be cut down 50 per cent 
if the company will take three classes 
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of sub-standard risks, i. e., heart cases, 
overweights and cases of albuminuria. 
These are the commonest impairments 
Heart cases, of course, predominate, 
but there are a very large number of 
overweight and albuminuria. These 
three easily lead the field. We saw that 
by reducing our rejection record 50 
per cent we could undoubtedly satisfy 
the agents, and that is why we began 
the writing of impaired risks. We have 
been entirely satisfied with the results, 
and are especially pleased over the fact 
that we have pacified the agency force 
and placed our men in a position to 
write nearly everything that comes their 
way. 
Need Not Take Every Case 


“In order to write sub-standard busi- 
ness from a practical standpoint it is 
not necessary for a company to write 
every kind of an impaired risk that 
is offered. Companies often shrink at 
the thought of having to establish elab- 
orate machinery for a sub-standard de- 
partment. Among those who have never 
gone into the subject thoroughly there 
is prevalent the notion that a company 
writing sub-standard business is neces- 
sarily accepting on some basis or other 
every kind of impaired risk that is pre- 
sented by the field force. This is an 
entirely erroneous idea. We do not 
claim that our plan is one that should 
be adopted by every company con- 
templating the writing of sub-standard 
business, but-we do feel quite confident 
that 4ny company which has the desire 
to cut down its rejection record, to 
satisfy its field force, and to be on a 
more or less equal footing with other 
companies regarding writing facilities 
need accept only the three most fre- 
quently found forms of impairments in 
order to accomplish its purposes. 


Simpler Than Many Suppose 


“To do just this is much simpler 
than most companies imagine. 

“The New York Life is quite willing 
to furnish any compat:y with all its 
data on sub-standard risks. The New 
York Life’s numerical table and its 
statistics on heart cases are particularly 
valuable. As everyone knows, heart im- 
pairments are the most frequent causes 
of rejection. The New York Life has 
classified and subdivided its heart ex- 
perience so minutely and thoroughly 
that any company contemplating en- 
tering the sub-standard field can do no 
better than to adopt the New York Life’s 
tables and classifications regarding heart 
risks bodily. Practically the same thing 
may be said for cases of overweight 
and albuminuria. When it comes to 
the rarer forms of impairments a new 
company may well hesitate. The three 
most usual forms of impairments can 
ordinarily be counted upon to follow a 
fairly well prescribed course. This is 
not true of the more unusual under- 
average risk. 


May Be Hidden Weaknesses 


“An impaired risk may be sub-stan- 
dard in more ways than one. There 
may be hidden weaknesses. The very 
fact that a case is impaired means that 
it should be written with extreme care, 
and only after the closest scrutiny. The 
uncommon forms of impairments often 
upset all the tables and calculations 
and yield a company a high loss ratio. 
The three kinds of impairments that I 
have enumerated are much more likely 
to follow the tables. By placing itself 
in a position to write these three classes 
a company may very properly say that 
it is in the sub-standard business, may 
satisfy the demands of its agency force, 
and yet be avoiding all of the dangerous 
impairments, the loss ratio on which it 
is very difficult to predict, but which 
is usually higher than was expected.” 


Dougherty Is Fort Dodge Speaker 


L. J. Dougherty of Davenport, Ia., 
president of the American Life Conven- 
tion, was a speaker at the one day sales 
congress of the life insurance sales- 
men in Fort Dodge, Ia., Tuesday. 





RECORD IS WATCHED 


COMPANY BUILDED SOLIDLY 





North American Life of Chicago Plans 
for an Elaborate Trip for Its 
Agents 





The North American Life of Chicago 
has arranged to hold its 1923 agency 
convention at Ocean View near Roan- 
oke; Va. It will take the men who 
qualify on an elaborate trip. A.special 
train will go from Chicago to New 
York. The delegates will be in New 
York City for a day. The club mem- 
bers will then go on the Old Dominion 
line to Roanoke. Old Point Comfort 
will be visited. On the return trip the 
delegates will be taken up the Potomac 
to Washington, D. C., and a day will be 
spent there. 


Directors Are Life Men 


The North American Life’s record is 
being watched with interest by life in- 
surance men as the directors are all 
officers or state managers of the com- 
pany except Thomas E. Rooney of 
Chicago, who is the attorney. This 
gives the company a thorough going 
life insurance administration. The direc- 
tors are Vice-President E. S. Ashbrook, 
who is head of the agency department; 
Third Vice-President T. J. Flemming, 
Milwaukee, who is‘ in charge of the 
Wisconsin agency; J. T. Highland of 
Chicago, who is in charge of the Chi- 
cago agency; H. O. Kramer, Columbus, 
O., state manager; Secretary William 
P. Kent; President John H. McNamara, 
Assistant Superintendent of Agencies 
Paul McNamara; Superintendent of 
Agencies J. H. McCarthy ‘of Des 
Moines, who is in charge of the Iowa 
agency; John A. Risk of Fargo, who is 
North Dakota state manager, and Albert 
Schurr, of Newark, N, J., second vice- 
president, 


How Company Has Grown 


The North American Life started in 
1907. It has had a continuously suc- 
cessful career. Its annual statement this 
year shows assets $7,634,852 and surplus 
to policyholders $1,018,040. It has made 
some very handsome gains in recent 
years. Last year it gained $879,697 in 
assets; $773,387 in reserve; $110,376 in 
surplus. Its premium income last year 
was $1,822,596, a gain of $22,660. Its 
interest earnings were $450,850. This 
was a gain of $35,448. Last year its 
death claims amounted to $304,611. Its 
insurance in force is $61,181,941 as com- 
pared with $47,694,005 at the close of 
1919. The North American Life runs 
very strongly to farm mortgage loans. 
Of its assets $5,151,847 are so invested. 
The company has builded very strongly. 


CHANGE MADE IN NEW MEXICO 





W. B. Wagner Put at Head of Insur- 
ance Department of that State, Suc- 
ceeding H. R. Mac Gibbon 





W. B. Wagner of Aztec, N. M., a 
former insurance man, has been placed 
at the head of the insurance department 
in New Mexico, being appointed deputy 
for insurance under the corporation 
commission as successor to H. R. Mac- 
Gibbon, whose retirement was a result 
of the exigencies of politics. 

Mr. Wagner was formerly located in 
Albuquerque, where he was identified 
with the Pacific Mutual Life, and is well 
regarded by insurance men in the moun- 
tain field. It is understood that he will 
continue in a general way the policies 
followed by Mr. Mac Gibbon, who made 
a remarkable record in the New Mexico 
department, and placed it on the map 
insurance-wise, in spite of the fact that 
it was one of the smallest in the coun- 
try. Mr. Mac Gibbon’s retirement was 
greatly regretted by insurance men. 





INTER-SOUTHERN BUYS 


ENDS INDIANA NATIONAL DEAL 





Purchase at Receiver’s Sale for $380,000 
by Louisville Company Winds Up 
Troublesome Affairs 





The Inter-Southern Life of Louisville, 
Ky., last week bought the business of 
the Indiana National Life at the re- 
ceivership sale, being highest bidder with 
an offer of $380,000 for the business 
and all assets. President James R. Duf- 
fin of the Inter-Southern made the bid 
in person, There were two other bids 
by the Missouri State Life and the Chi- 
cago National but they were consider- 
ably less favorable to the interests in- 
volved than that of the Inter-Southern. 
The sale took place April 3 and on 
April 6 a decree was made by the court 
validating it. Through this deal the pol- 
icyholders are amply protected and the 
stockholders will also receive from $12 
to $16 a share for their stock in the 
final settlement as against about $4 
which was quoted as the market value 
of the stock the past several months 
during the scramble which has been 
going on for the stock, 


Growth of Inter-Southern 


The absorption of the Indiana Na- 
tional gives the Inter-Southern assets 
of approximately $10,000,000 and insur- 
ance in force of over $75,000,000. The 
inter-Southern Life is a progressive and 
well managed company. It has an ex- 
cellent class of business on the books 
and Has had a healthy growth. In re- 
cent years it has made a more aggressive 
bid for business, and in acquiring the 
Indiana National the officials of the 
company believe that they have made a 
ten-strike. In the future the Inter- 
Southern will be more of a factor in 
the northern states in which it is now 
licensed. 

Had Rough Sailing 


The Indiana National has been going 
through rough water during the past six 
months or more which began with in- 
ternal dissensions*among stockholders. 
This led to the sale of stock by one of 
the large holders to persons interested 
in the Hawkins Mortgage Company of 
Portland, Ind., which had been frankly 
in the market for stock of life insurance 
companies for some time past. The pur- 
chase of stock by the Hawkins company 
representatives was criticized by the 
state insurance department and then 
steps were taken by the new stockhold- 
ers to get a buyer for the company’s 
business, This procedure went so far 
as to result in a proposition from the 
Missouri State Life which was accepted 
by the officers of the company. In the 
meantime considerable effort was made 
by several parties to secure outstanding 
stock in the Indiana National and cir- 


culars were sent to holders which 
painted a gloomy picture and it is un- 
derstood considerable stock changed 


hands, some of it around $4 a share. 
Missouri State Plan Rejected 


When the reinsurance contract which 
was offered by the Missouri State was 
put up to Insurance Commissioner 
Thomas S. McMurray, Jr., of Indiana, 
for approval, the law requiring this be- 
fore it could be consummated, he re- 
fused to ratify the terms, some of which 
he declared were ambiguous. A com- 
mittee composed of the commissioners 
of Indiana, Illinois and Missouri was 
formed to pass upon the proposed con- 
tract and a new draft was made, Insur- 
ance Commissioner McMurray, how- 
ever, felt that the interests of all 
concerned would be best conserved if the 
court were placed in charge of the busi- 
ness and applied for a receiver. Fred A. 
Sims, an Indianapolis attorney, was 
made receiver March 17. The officers 
of the company representing the Haw- 





kins interests threatened to appeal to a 
higher court to have the receivership 
set aside but no surety company would 
write the $350,000 appeal bond which the 
court stipulated would have to be 
posted. 

Inter-Southern Purchase Pleases 


The receiver then advertised the com- 
pany for sale April 3 and the Inter- 
Southern Life, Missouri State and Chi- 
cago National were the only bidders. 
The state insurance department is very 
well pleased with the purchase made 
by the Inter-Southern as are all friends 
of life insurance in Indiana as it pro- 
tects all interests even more fully than 
had been anticipated would be possible. 
Under the Missouri State proposal the 
policyholders would have been amply 
protected but stockholders would have 
stood to lose heavily. 

The Indiana National has $15,000,000 
insurance in force with assets of a little 
over $2,250,000. It has on deposit with f 
the Indiana insurance department, in 
compliance with the compulsory reserve 
deposit law $2,230,557. While the pur- 
chasing company has the legal right to 
withdraw this deposit from the Indiana 
department it is understood that it pro- 
poses to continue it with the Indiana in- 
surance commissioner. Secretary Stanley 
Reed of the Inter-Southern was in In- 
dianapolis last week going over the 
home office records of the Indiana Na- 
tional. 

The Indiana National Life was in- 
corporated under the laws of Indiana, 
June 26, 1906, and commenced business 
Jan. 1, 1907. Its original subscribed 
capital was $100,000 with shares at $10 
par value. Increases in capital were 
made from time to time bringing it up 
to $210,000. In the course of its exist- 
ence it reinsured the following com- 
panies: The Central Union Life of 
Indiana in 1907, with which came to it 
C. D. Renick, who became president, 
and has so continued up to the time 
of its sale; the Anchor Life, Ind., in 
1915; Beacon Life, Ind., 1915; Liberal 
Life, Ind., 1915, and the Lexington Life, 
Ind., 1916. 

It was intimated in Indianapolis last 
week that some of the stockholders who 
sold their holdings at low figures during 
the past few months may take steps to 
have their sales set aside as they sold 
under the impression that their stock 
was worth much less than it finally 
brought at receiver’s sale. 





OKLAHOMA HAS 60-DAY RULE 


New Requirement Promulgated by 
State Insurance Board Is 
Effective May 1 


OKLAHOMA CITY, OKLA., April 
10.—A 60-day credit rule, applying to 
all classes of insurance companies, Was 
approved unanimously and promulgated 
by the State Insurance Board of Okla 
homa at a meeting today, as Agency 
Rule No, 2. It reads: 

“On and after May 1, 1923, all pre 
miums due and collectible under com 
tracts for insurance upon lives, property, 
or interests issued by insurance carriers 
operating in this state must be pa! 
within 60 days from date of issue of com 
tract, or from date of renewal thereof. 
Such payments shall be made in cash, of 
by note dated within the 60-day period 
and bearing interest from date the pre 
mium is due at the rate of 6 per cent 
per annum, ‘ 

“Violation of this ruling by extending 
credit beyond the 60-day period without 
interest will be considered by the '™ 
surance commissioner and the state 
surance board as rebating, in vio 
of the anti-discrinfination law of te 
state of Oklahoma. ty 

“Companies are requested to nowy 
all their agents licensed to do ery 
in Oklahoma of the provisions of this 
ruling and of the penalties for vie” 
thereof, such penalties consisting © ™~ 
fine not exceeding $500 or by ne 
ment in the county jail for a period & 
not exceeding twelve months, or 
both such fine and imprisonment. 
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WANTS TO GET AGENCY 
ON APP-A-WEEK BASIS 


—_—— 


Manager W. W. Williamson of the 
Phoenix Mutual Life Calls At- 
tention to the Plan 


IT MEANS MORE BUSINESS 


Regular and Consistent Production Puts 
a Man in a Better Frame of Mind 
to Work 





W. W. Williamson of Chicago, man- 
ager of the Phoenix Mutual Life, stated 
the other day that he hoped within two 
years’ time he could make the an- 
nouncement that his agency was on a 
strictly application-a-week _ basis. In 
other words, Mr. Williamson feels that 
in order to achieve the greatest success, 
an agent should produce at least an 
application a week, He is figuring there- 
fore, on getting his agency to that point 
where he will not have an agent unless 
he produces at least one application 
every week. : 

Mr. Williamson has drawn from his 
own experience in reaching this con- 
clusion. When he was a soliciting agent 
he said that he concluded that he was 
making a mistake in not establishing the 
application-a-week standard. Previous 
to that time he had taken the position 
that even if the application-a-week rule 
were a good one, he could come across 
at the end of the year with his quota of 
business without any trouble and it did 
not mean getting an application a week. 
However, he felt that he was on a more 
permanent basis and could do more sat- 
isfactory work if his production was 
regular and consistent. 


Worked Up the Habit 


Mr. Williamson said that when he 
started out conscientiously to follow this 
tule it bothered him quite a bit. He 
started out Monday morning rather soli- 
citous as to whether he could get his 
application during that week. Some- 
times he failed to make good. However, 
he finally got himself to the point where 
his application a week came as regu- 
larly as clock work. Monday morning 
with the necessity of getting an appli- 
cation during the week had no terror 
for him. He made it a habit of getting 
an application a week, and when he 
had acquired the habit it brought much 
Satisfaction to him. 

“I have studied the application-a-week 
men,” said Mr, Williamson. “I have 
ound out in every case that I have in- 
vestigated that if a man will put him- 
self to it to produce an application a 
week, he will write not less than $150,- 
000 a year. That can be made as a posi- 
tive assertion. I find that the men who 
are producing an application a week 
are making more money for themselves, 
are achieving much more than others 
and are more satisfactory to their agen- 
cies, When a man produces an applica- 
tion he gets a taste of blood and likes 
it. That gives him enthusiasm to go 
out and get more, 


Record is Scrutinized 
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INTEREST NOW LOWER 


MORTGAGE LOANS 
Some Companies Object to Real Estate 
Bonds Unless the Entire Issue 
Is Taken 


MARKET 





Life companies that are purchasing 
farm mortgages say that the rate of in- 
terest is off about half percent from 
what it was a year ago. Money is much 
easier to get and hence the rate of in- 
terest has dropped. There are plenty 
of mortgages to be had and they 
are gilt-edged. Even if the farmers have 
been going through a period of strin- 
gency there have been comparatively 
few foreclosures. The most unfortunate 
condition along this line seems to be in 
Georgia. Companies that have money 
loaned on farms there say that they 
are finding it very difficult to keep up 
their interest collections. It requires 
eternal vigilance and much pounding. 

Real Estate Bonds 

Some companies have been purchas- 
ing real estate bonds as this method of 
financing new buildings is becoming 
more and more popular in the cities. 
Apartment buildings, hotels, office and 
industrial buildings are using this 
method more and more to secure money 
to carry them through. People in close 
touch with the financial market say that 
while the old established mortgage bond 
houses have gotten through without dif- 
ficulty there is great danger these days 
in over loaning on property. 

One company official in commenting 
on the situation the other day said that 
to his positive knowledge loans were 
being made up to 95 percent of value 
of the ground and building. Owning up 
to 80 and 85 percent is a common 
occurrence. The argument made on part 
of the real estate bond houses is that 
provision has been made to decrease the 
loan every year so that in a few years 
the percentage of the loan will be down. 
Some states require that life compan- 
ies shall not loan more than 50 percent 
of the value of the property. Some in- 
surance commissioners feel that it is 
undesirable to have these bonds where 
a life company owns but a part of a 
mortgage. Undoubtedly in some of the 
cities the mortgage bond proposition is 
being overworked and greatly abused. 

Some companies are loaning far more 
money than formerly on city property. 
The Metropolitan Life, Prudential, Tra- 
velers and others are going into this 
field more extensively. 





ers and part time men, but we will not 
take the business. We will not allow 
any of our men to have pluggers or 
helpers. Every dollar of commission 
they receive they must keep. There 
must be no splitting of commissions 
with outsiders. We want every man 
who is working for us to be a Phoenix 
Mutual Life man. When he comes to 
this office he deserves to be protected. 
We are throwing about him every pos- 
sible safeguard. 

“The Phoenix Mutual Life has one 
fifth the number of agents that it did 
10 years ago and yet this smaller num- 
ber of men are producing three or four 
times as much business as the company 
did 10 years ago. So far as brokerage 
business is concerned I will take it 
from a full time man with another 
company provided his company takes 
a share of the risk. I will take no brok- 
erage from a part time man with an- 
other company. So far as substandard 
business is concerned we will not take 
a substandard risk from an agent of 
another company if his company writes 
substandard business. We are training 
our men to do real work, are making 
actual life insurance men out of them 
and as a result we are getting more 
business than ever. We feel that life 


insurance specialist is the one who gives 
the greatest service and produces the 
largest amount of business.” 





FORM AN ASSOCIATION 





OMAHA COMPANIES ORGANIZE 





Sixteen Concerns, in All Lines of Insur- 
ance, Unite for Advertising 





and Publicity 
OMAHA, NEB., April 10.— Rep- 
resentatives of 16 companies with 


home offices in Omaha met last week 
on the invitation of Clyde G. Smith, 
president of the Northwestern Life of 
Omaha, and formed the “Organization 
of Omaha Insurance Companies.” The 
following officers were elected: Presi- 
dent, W. A. Fraser, sovereign com- 
mander, Woodmen of the World; vice- 
president, W. H. Ahmanson, president 
National American Fire; secretary, Dr. 
W. R. McGrew, president Prairie Life; 
treasurer, N. L. Criss, assistant man- 
ager, Mutual Benefit & Accident, and 
the following directors: Ray C. Wagner, 
ecretary Bankers Reserve Life; John W. 
Hughes, secretary Guarantee Fund Life; 
Charles F. Schwager, president Ameri- 
can Live Stock; P. F. Zimmer, presi- 
dent Omaha Liberty Fire; E. E. Elliott, 
secretary-treasurer Physicians Casualty. 

Other companies members of the or- 
ganization are: Omaha Life, Equity 
Life, Columbia Life, North American 
Life, Nebraska Live Stock and Ne- 
braska Mutual Fire. 


President Fraser’s Statement 


The following statement was given 
out by President Fraser: 

The principal reason for this organiza- 
tion is a desire on the part of the home 
companies to bring the merits of their 
institutions more forcibly before the 
citizens of Nebraska. It has been felt 
that preference is often given to insur- 
ance companies whose headquarters are 
in distant cities, without any regard for 
their financial standing, over companies 
organized in Nebraska, maintaining their 
offices in Nebraska, employing Nebraska 
help and giving Nebraska the benefit of 
heavy tax payments as well as carrying 
all of their funds in Omaha banks, thus 
enabling merchants and manufacturers 
to secure money for their needs at a 
reasonable rate of interest throughout 
the entire year. 

It is the purpose of the new organiza- 
tion to furnish statements through com- 
bined advertising in the Omaha press 
with the hope that it will awaken the 
patriotism that permeates the hearts of 
all Nebraskans for their own state, thus 
building up state institutions and en- 
couraging other institutions, giving us a 
greater Omaha as well as a greater 
Nebraska. 


Importance Not Realized 


There seems to have been a feeling 
that the home insurance interests have 
been slighted by the chamber of com- 
merce. It is a fact that for years the 
former commercial club, now the cham- 
ber of commerce, had worked along 
lines directed more by the manufactur- 
ing, jobbing and retail merchandise 
lines. In all their drives and other ac- 
tivities it was found that the insurance 
men were predominant, their member- 
ship was a large proportion of the total 
and at the time of the Trans-Mississippi 
Conservation Congress in 1919 they de- 
manded and secured recognition and 
soon after were accorded an insurance 
committee, later representation on the 
board of directors, then on the executive 
committee and finally an insurance divi- 
sion. 

The members of the new organiza- 
tion found at their meeting that they 
had not fully realized their numbers and 
that they did not know of each other in 
many instances. Several were not in- 
vited in as charter members, among 
them the Commonwealth Life and the 
National Security Fire. 





Fred Lassen of Milwaukee, for 15 years 
special agent in that city for one of the 
large eastern companies, has become spe- 
cial agent with the Clifford L. McMillen 
& Associates Agency of the Northwest- 
ern Mutual Life. He succeeds James H. 
Copeland. who forms a new district office 
for the Northwestern at Decatur, Il. 





LIVING TRUST PLAN 
AND LIFE INSURANCE 


Some Criticism of the Pamphlet 
Sent Out by the National 
City Bank 





MUCH INTEREST IN IDEA 


Life Men Are Suggesting the Establish- 
ment of Such an Estate for 
Many Reasons 





Life insurance men have been interested 
in the pamphlet that has been issued by 
the National City Bank of New York in 
soliciting insurance trusts. ‘Under the 
New York laws property under trust 
agreement is not subject to personal prop- 
erty tax. This is a great boon for those 
who desire to maintain a trust. The Na- 
tional City Bank is soliciting trust agree- 
ments from non-residents of New York. 
It has agents in various cities and prom- 
ises to arrange trust agreements for any- 
one that desires to establish one. 

Life insurance men have criticized to 
some extent the pamphlet of the National 
City Bank entitled “The Modern Insur- 
ance Trust.” It seems in a way to dis- 
parage life insurance service. Life in- 
surance men claim that it misrepresents 
facts and to that extent antagonizes life 
insurance men who read the pamphlet. 
The life insurance man feels that his 
service is most valuable in the formation 
of living trusts and contends that he has 
done as much as any bank in pointing out 
the benefits of a trust agreement. 


Cc. R. Holden’s Attitude 


In Chicago Charles R. Holden, vice- 
president and counsel of the Union Trust 
Company has done as much, if not more 
than any other banker in cooperating with 
the life insurance men in establishing liv- 
ing trusts with life insurance an im- 
portant feature. 

There has been some discussion among 
bankers and life insurance men as to the 
effect of Law Opinion 1102 from the in- 
ternal revenue department on these trusts. 
The case which brought out this opinion 
was a trust which was established for 
pensioners. It provided that the income 
from the trust was to be paid out an- 
nually to a list of pensioners and need 
not be included in the income tax. Men 
of large incomes are attracted to living 
trust arrangements, whereby property is 
set aside with a bank or other trustee 
with instructions as to how to conduct it, 
distribute its income and the principal. 
The life insurance man recommends that 
a certain amount of life insurance be put 
in trust and that sufficient income from 
the securities be used to pay the premium. 


Income Tax Question 


The question has arisen as to how far 
a revocable trust would exempt the in- 
come from the regular income tax. There 
is no doubt about an irrevocable trust. 
Some life insurance men have felt that 
under Law Opinion 1102, a man could 
set aside his securities in the form of a 
revocable trust and the income would be 
exempt from income tax. The case un- 
der Law Opinion 1102 would seem to be 
different from the ordinary case where 
the income is not paid to pensioners. 
There is a certain cash value being cre- 
ated and the trust is cumulative. It might 
be held that the settlor or donor, subse- 
quently by revocation of the trust, secure 
for himself alone the cash surrender value 
of life insurance policies under the trust 
and in this way would defeat the end 
of the income tax. 

The trust agreement of the Union Trust 
Company of Chicago provides for modi- 
fication or revocation of the trust con- 
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ditional upon the consent of one or more 
adult beneficiaries. 


Courtenay Crocker’s Address 


At the last meeting of the National As- 
sociation of Life Underwriters Courtenay 
Crocker, counsel of the trust department 
of the First National Bank of Boston 
referred to Law Opinion 1102, stating that 
under this ruling of the solicitor of the 
internal revenue department the donor 
may advantageously make such a trust 
and at the same time reserve the right 
to alter, revoke or amend the trust at 
any time. 

Mr. Crocker in his address said that 
life insurance provided a way for taking 
care of one’s ‘beneficiaries through the 
trust agreement that could be found 
through no other medium. He said that 
estates could be protected through life 
insurance, inheritance taxes could be pro- 
vided and educational funds established. 
By making the insurance part of the trust 
the donor then has the power to impose 
conditions on the trustees, so that the 
proceeds will be paid out according to 
order. 

Cuts Down the Income Tax 

Men of large incomes are attracted to 
the living trust agreement largely be- 
cause of the reduction of the income 
tax. This relieves the income of the 
very heavy surtax as when an income 
reaches $150,000 a year, the income tax 
amounts to 50 percent or more. Mr. 
Crocker in his address said “Lawyers 
seldom fail to advise their wealthy clients 
to make a will. They urge it as a duty 
for the protection of the client’s family, 
or friends, or charity of which he is the 
main support. This is good advice, but it 
is even more important for them to ad- 
vise their clients to cover the death shrink- 
age of their estates and protect their 
wives and children by taking out life in- 
surance and establishing a life insurance 
trust.” 

Works Automatically 

Many people are deciding on the insur- 
ance trust plan, rather than making a 
will, This applies especially as to insur- 
ance money. In case a trust is established 
the estate does not Have to be probated 
and cannot be contested. Many men 
have had this matter brought to their at- 
tention and feeling some doubt as to what 
might happen in case of litigation have 
established an insurance trust which auto- 
matically goes into operation immediately 
at death and the instructions are carried 
out. Insurance men call attention to the 
fact that broad discretionary power is 
used which gives the trustees the priv- 
ilege of using the income within certain 
bounds to the best advantage of the bene- 
ficiary. 

Used for Old Age 

Of course many men of large means 
are using the insurance living trusts to 
provide for inheritance taxes, unpaid in- 
come taxes and demands at death. Many 
donors in establishing trusts desire to 
create a fund for themselves provided 
they live to an old age. Life insurance 
is a very integral part of these trusts. 
Through life insurance the trust can be 
greatly augmented. The income can 
be provided to meet the insurance pre- 
mium on the policies in trust. 





Missouri State Breaks Records 


The Missouri State Life broke all of 
its past records for the third time in 
four months with $19,293,023 written 
business in March. In December, 1922, 
the Moslic hustlers set a new company 
record of more than $15,000,000 written 
business exclusive of group. But that 
mark was shattered in January, Single- 
ton Thrift Month, when $19,148,516 was 
brought in. 

The company’s record for the first 
three months of this year, exclusive of 
group, has been: January, $19,148,516; 
February, $13,932,046, and March, $19,- 
293,023. Grand total, $52,373,585. Last 
year’s totals were: January, $8,418,390; 
February, $10,101,145, and March, $10,- 
513,018. Grand total, $29,032,553, or 


$23,341,082 less than the total written 
the first quarter of this year. 


LIFE INSURANCE BUSINESS IN CANADA IN 1922 


CANADIAN COMPANIES 
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a ig aa sala dango tala le enact pam $84,940,938 15,660,737 84,940.938 1,512,555 2,917,418 
UNITED STATES OR FOREIGN COMPANIES (CANADIAN BUSINESS ONLY) 
se wae $ 41,068,450 $ 5,867,305 $ 43,968,448 610,321 1,225,908 
SD bt tach ne dae de cee sew be o% aaa tae Ct 13,290,750 420.000 14; "000 $ 77.100 147,168 
TD «SN Gila ob 8 oot ee et Séseewecesoacancees a. i wededeiae 28,071 31, 784 17,354 
EE Ae 35,426,815 61,887 33,421,338 648,396 1,171,810 
PRUNES, TEGO cccccccccveccensaevne OU eh ee uiieg 2'890,850 23/200 2'943°850 13.350 39,325 
ili RE EES AE ATES a ek a Pee SR rer 186,666 3,875 9,036 
ee rare 242,416,494 40,859,135 261,570,244 1,411,436 8,114,554 
Mbtabdiiibs ...ciccsccccccccecssccs {ina eden. breath 187,149,904 36,986,758 202,677,015 1,790,444 9,109,000 
: UE ote ee oaen te 15,880,392 1,978,950 16,166,664 77.650 201,657 
NE EE TE. Woes. vccevevesgelidshentacsedandebine 53,986,012 9,247,571 58,226,906 900,582 2,045,868 
CTE ee ano cunt eesbaieuckias ous death ee o> foekemes 20,127 1,021 — 
65 a ae era See et eee ee 123,059, 327 14,977,559 128,519,388 1,394,092 4,503,647 
SCIOTCRWemeere Bimtwmal Lille... 2c ccccs ccccecevescccecccce en: §=—s * oe eeeeen i7ase 13,27 841 
CTT) 0. OL Ggetheareneneteeses coor 90, $83 9.789 21,489 
ST <i. cc. te auacuchdasinin asd anoreteseens See Leos 750,161 46,338 oo 
’ (Ord. Ee 84,321,901 14,589,097 89,421,663 442,633 2,655,862 
NS PEE IIOP re RI (Sccksdeanbas 113,332,391 29,891,216 128,722,682 629,871 1,879,138 
RR anata aaleap ais 235,000 52,000 47,000 1, 333 
adie |, pi dvautaicitcink«vldedidiiabeaenes “2 elriaone 1,503,833 1,500 1,250,612 1, yoo 
‘I CST es: BS Wocateestins 54,052,242 14,805,525 61,914,053 707,014 1,44 
a Be aeprvceny sven 9,360,151 861,143 10,985,602 77,733 13418 
a ne cian cb ap cpanabeiabhee ax 9,107,697 523.000 8,823,884 100,295 2865 
SEE MEDC, 2. Sc tania ts bavile ss bonmaievcse2054 4 698,756 16,000 618,712 32,322 18,7 
——- 
NN isd ea bd tee dc Medio baie ha od ee Ree O> kA $171,161,846 $1,065,580,097 $9,022,210 $36, 088, +14 
IS 3 000 5a os cuackicaaew'e s tel : wekoowian $989,875,958 166,390,945 989,875,958 8,390,722 33,1 
(a) In Canada. (b) Out of Canada. (c) Total business. 


*These companies have ceased transacting new ‘business in Canada. 
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Arkansas , 


E. A. Stanley, Mgr. 
539 Donaghey Bldg. 
Little Rock, Ark. 


E. J. Spencer, Mer. 
1509 Waldheim Bidg. 
Kansas City, Mo. 





W. Mo. and E. Kan. 


District Managers wanted in 
prosperous open territory. 


For agencies in Arkansas, W. Mo. 
and E, Kan., Ohio and Oklahoma, 


write our manager for your District. 


For District Agencies in other states, 
write our home office. 


Ohio 


J. W. Northrup, Mgr. 
512 Cham. of Commerce 
Columbus, Ohio 


Oklahoma 


Clifton Ratliff, Mgr. 
630 Security Bldg. 
Oklahoma City, Okla. 
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SULLIVAN DISCUSSES BANK AGENTS 





AMES P. SULLIVAN, manager of 

agencies of the Great State Life of 

Wichita, Kan., comes to the defense 
of the banker-agent in the sale of life 
insurance, in connection with the re- 
quest made recently at Lincoln, Neb., 
that the Nebraska department should 
refuse licenses to such agents. Refer- 
ring to the article in a recent issue of 
this paper on the move made at Lincoln, 
Mr. Sullivan says: 

“In this article, the general agents at 
Lincoln, Neb., of the Union Central, the 
Central States, and the Aetna are quoted 
as follows: 

“*The bank agency system carried on 
under these conditions is the greatest 
menace to the insurance business in the 
country districts of the state today. 
When a policy is sold to a man by such 
an agent through coercion, through the 
fear of incurring the ill will of his 
banker, it is certain to be lapsed at the 
first opportunity. Reports of the Ne- 
braska department for 1921 and 1922 
demonstrated beyond question that the 
companies who have indulged in this 
practice have suffered the most . . . 
It is largely this class of business which 





has been going off the books of the 
insurance companies.’ 

“The above constitutes one of the best 
bits of wit and humor that I have seen 
in the pages of your magazine for some 
time. Since when have the agents of the 
Union Central, the Central States and 
the Aetna so thoroughly fallen in love 
with the companies who are operating in 
Nebraska through bank agents, that 
those agents are disinterestedly and al- 
truistically endeavoring to get the Ne- 
braska insurance department to take 
action which will protect those compa- 
nies which operate through bank agen- 
cies from their own ignorant and dan- 
gerous practices? If the companies 
writing business through banker agen- 
cies are losing their business by a higher 
rate of lapse than the companies repre- 
sented by the complaining agents, it 
would seem that the companies operat- 
ing the bank agency plan would eventu- 
ally lose out and reinsure or disappear; 
and if they did, the competition which 
the general agencies of the Union Cen- 
tral, the Central States and the Aetna 
seem to object to’ would be entirely 
removed. 





“These certainly seem to be the days 
when everybody busies himself with the 
problem of making rules of conduct for 
everybody else. One man says: ‘I do 
not want to take a drink, I do not think 
it is good for me. Therefore, I do not 
think it is good for anyone else; there- 
fore, he should not want to take a drink; 
therefore, let’s have a law to prevent 
him from,taking a drink.’ Another man 
says: ‘I like to stay home on Sunday; 1 
do not want to go to the picture show; 
therefore, every man ought to stay home 
on Sunday; no one should want to go to 
a picture show; therefore, let’s pass a 
law prohibiting picture shows on Sun- 
day.’ Another man says: ‘If I write life 
insurance through banker agencies, I 
will lose business on account of high 
lapse rate; therefore, I do not want to 
write business through banker agencies; 
therefore, nobody should want to write 
business through banker agencies be- 
cause if he does, he will finally be 
“busted” by a high lapse rate; therefore, 
let’s pass a law prohibiting anybody 
working through banker agencies.’ 

“This eruption in Nebraska and in 
Texas is only another illustration of the 
fact, which is borne out by all history, 
that the weak brethren are continually 
seeking to pass laws to restrict the 
strong, and if possible, to reduce the 
strong to the same working basis on 
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and women on the same basis. 
the agent something to sell. 


3401 Michigan Ave. 






MICHIGAN 


Select 








We have just opened Michigan. You can select 
your own territory. A good opportunity for 
men to make a direct Home Office contract and 
get the best there is to be had. We have a 
complete line of liberal policy contracts—Childs 
Limited Payment Life and Educational Endow- 
We accept sub-standard risks and men 
In fact, we give 
If interested write ’ 


FARMERS NATIONAL LIFE 
INSURANCE COMPANY 


OF AMERICA 


A. O. HUGHES, Agency Director 





Chicago, Illinois 






VALALALALALATALALALALALALALALALALALALALALALALALALALAPAPA! 


























VIVAVAV AVA APA APAP Alaa al apararalaraeaeaababaraéraépapapabapapababababAébarabapapaar Ara ar AV AV AV Ay Ay AV AV AV AY AY AY AV AVAL AVAL AL Ar A, 





a ALA Al Ay Ay AV AV Al Ab Av Al Ab AP AL AL Ab ab AP AL AL AP ab Ab Ab ab Aba ab aba alab bar araParAtarararararararararatarabararararaLararararaparararararaParararararararaPararararara 











VIVAVAP ALAN AV Al AP Aral alaralararalaralararabarararararabatabararabababababararabarababababababababababababarar Ababa Ab ar ay Ay Av Av AP AV Av AY AY AV AV AVAL AVAL AP AV Ar Ard 











which the weak are forced to struggle 
by reason of their weakness. 
* * * 

“I do not blame the general agents of 
the Union Central, the Central States 
or the Aetna, or any other agents, for 
feeling that the competition of the 
banker agencies is hard competition, 
and I do not suppose that I blame them 
for trying to do whatever they can to 
eliminate such competition; but any in- 
telligent man ought to protest against 
their evident belief that they can put 
over this kind of a proposition on the 
disinterested, altruistic argument that 
the practice is bad medicine or poison 
for those who follow it, and as they, the 
protestors, sincerely love the practition- 
ers, the protestors want to have the 
practitioners restrained from consuming 
the poison. When they put out an argu- 
ment of that kind and expect people of 
average intelligence to swallow it, they 
are insulting the average intelligence of 
the people to whom they put it out. So 
far as the facts go, I have had men sell- 
ing life insurance in Kansas, Oklahoma, 
Missouri, Colorado and other western 
states, for over 12 years, some of them 
selling their insurance direct to the in- 
sured; the others selling it through the 
medium of the assistance of the local 
bankers; and I have found, almost with- 
out exception, that the agent selling his 
business through the local bankers sells 
the kind of policy and the amount of 
policy which the insured may reasonably 
be expected to carry; that the business 
renews from 50 to 100 percent better 
than the business which is sold direct; 
and that almost without exception the 
purchaser of the insurance is far better 
satisfied with his policy and with his 
transaction, after having completed it 
with the aid, advice and assistance of 
his banker, than he is if he tries to han- 
dle the proposition alone. 


* * * 


“Referring to the next column on the 
same page of your issue of March 29, 
on which appeared this article about 
Nebraska protest, I find that as eminent 
an authority as S. S. Huebner of the 
University of Pennsylvania, states that 
life insurance savings are the best and 
most conservative, and the most certain 
savings of all. The local banker is gen- 
erally the financial adviser of his com- 
munity. I have yet to hear of any bond 
house or stock brokerage house which 
tried to secure the passage of legislation 
preventing local bankers from advising 
and assisting customers in the purchase 
of such investments as stocks and bonds. 
If life insurance is a more conservative 
and more certain saving fund and in- 
vestment than any other form of saving 
or investment, will someone please tell 
me why the local banker should not be 
allowed, to assist, advise, and even urge 
his customers in the purchase of life 
insurance policies? If the day ever 
comes when every local country banker 
is as much interested in seeing to it that 
his customer’s life coverage is taken 
care of as completely as is his fire haz- 
ard, his hail hazard and his tornado 
hazard, you will find the life insuranct 
business, itself, will stand better am 
that the purchasers of life insurance will 
be better satisfied, better protected, and 
more intelligent about their purchases 
than they ever can be under a system 
of placing insurance which contemplates 
only the activities or advice of the ™ 
surance agent, himself.” 


Morton & Morton in Second Place 


Morton & Morton, St. Louis general 
agents for the Connecticut Mutual Lite, 
oldest life insurance agency west ° 
the Mississippi, finished second in = 
United States for that company for tl 
first two months of 1923, New Yor 
City, being the only agency to lead in 
point of paid-for business. rd 

In March for the third successiv’ 
month they broke all records with = 
ness written of $679,000, making a t? 


for the first three months of era 
- ncy 
S. L. Morton led the aa ne 9745,000. 
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WHOLE STATE INVITED 
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MILWAUKEE PROGRAM IS OUT 

Good List of Speakers Announced for 

Annual Sales Congress to be Held 
April 28 





MILWAUKEE, WIS., April 10.—A 
complete program for the annual sales 
congress of the Milwaukee Association 
of Life Underwriters has been prepared 
and is being distributed to members 
and life underwriters throughout the 
state. The congress will be held April 
28 at the Northwestern Mutual Life 
Building, Milwaukee. 

The afternoon session commences at 
1:30 with an address by A. O. Eliason, 
national president of the Life Under- 
writers’ association, Following Mr. Elia- 
son, John A. Stevenson, second vice- 
president of the Equitable Life of New 
York, will speak on “Objections and 
How to Meet Them.” Darby A. Day, 
manager Mutual Life, Chicago, will dis- 
cuss “Life Income and How to Present 
It,” in the closing address of the after- 
noon session. 

A banquet at the Hotel Pfister at 
6:30 will open the evening session, John 
H. Puelicher, president of Marshall & 
llsley Bank, Milwaukee, and president 
of the American Bankers’ Association, 
will open the evening program with a 
discussion of “The Bank and Life In- 
surance.” He will be followed by W. B. 
Burruss, general agent Proyident Mu- 
tual Kansas City, whose subject is 
“Shakespeare, The Salesman.” 

According to E. L. Carson, manager 
of the Equitable Life, president of the 
association, every indication points to a 
breaking of the record attendance mark 
of last year’s congress, at which more 
than 600 underwriters were present. 
Reservations from all parts of the state 
are pouring in, according to G. E. Har- 
thun of the Equitable agency, secretary 
of the association. 


MAY TAKE OVER BUSINESS 





Mutual Life of New York Negotiating 
with Sun of Canada on Brit- 
ish Business 





Providing the interested policyholders 
agree, the British business of the Mu- 
tual Life of New York will be reinsured 
in the Sun Life of Canada, the London 
staft of the former company transfer- 
rng to the latter. The Mutual Life en- 
tered Great Britain in 1887 but ceased 
actively soliciting business there some 
years ago, its management having deter- 
mined to gradually withdraw from all 
‘oreign territory save Canada. 


Metropolitan Life Loans 


Loans on bonds and mortgages have 
een authorized by the Metropolitan 
Life amounting to $4,811,810. Of this 
‘mount more than $2,000,000 is to be 
wed in housing loans and $2,340,960 
m tarm loans. The housing loans are 
‘or 401 dwellings. There are seven busi- 
ates loans for $423,500. Housing loans 
— made in Georgia, Florida, Ala- 
ama, Tennessee, Arkansas, the two 
Ong _West Virginia, Virginia, 
ie, Illinois, Michigan, Iowa, Missouri, 
oh Utah, California, Washington, 
a Jersey and New York. The farm 
“a scattered in 18 states of the 
© west and south. 


Big Iowa Group Policy 


mJ $2,009,000 group policy covering 
Railway a ot the United Light & 
at Do omPany was written Monday 
i aie le la., by the Travelers. 
of the kere to be the largest policy 
United ever written in Iowa. The 
Operates aon & Railways Company 
street i ss electric plants and 

allways and interurban lines in 


wa, Illinoj Minh: J 
anes Michigan, Indiana and 
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_ OREWORD 


“The Greatest Thing in the World”’ is old-line legal reserve life insurance, 
and it is great in every sense of the word—great, not only in number of policy 
holders and amount of protection afforded all classes of people, but great in the 
enormous amount of good accomplished. Manifestly, therefore, the Greatest 
Service in the world is nothing short of one that makes it possible for the largest 
number of people to participate in the benefits of old-line life insurance. Surely 
there can be no worthier aspiration than aiming to be of the greatest service to 
all mankind in this respect. This is the aim of the Grizzard System. 


Unfortunately, the worthiest intentions are often misunderstood and mis- 
interpreted, if not actually misrepresented; for, what we do not understand, we 
sometimes ridicule or condemn. The Grizzard System, which has taken such 
a prominent place in the field of old-line life insurance service, desires to have 
its position clearly understood by the life insurance fraternity, and therefore 
presents this open letter as the first of a series to set forth its aims, ideals, 
principles and ethics. 


The Grizzard System is not a so-called bank plan. It stands in a class all 
by itself as a national agency for the placing of old-line life insurance policies 
in a number of established legal reserve companies of acknowledged and rec- 
ognized merit, and does this on a monthly budget basis by financing the annual 
premiums with its own resources and at its own risk. 


What it aspires to become, how it is destined to be an ever increasing 
factor for good and how it will become a helpful influence in the entire life insur- 
ance field will be told in future issues. 











Send for free copy of Radio 
Talk on Life Insurance by 
James A. Grizzard—broad- 
casted all over America, 
Canada and the West Indies. 











SYSTEA 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO OHIO 
Wrigley Bldg., Chicago 308 Fuclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
MICHIGAN Metropolitan Bldg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 


EXECUTIVE OFFICES, WRIGLEY BLDG., CHICAGO 
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LIFE UNDERWRITERS AROUSED 





Fight Over License of New York Agent 
Who Seeks to Write $5,000,000 
Kresge Policy 





New York life underwriters are 
greatly exercised over the application 
made for an agency license by Wallace 
Scott, associated ‘with a local stock ex- 
change firm. Life agents have pro- 
tested the granting of a license, holding 
that Mr. Scott’s purpose in securing 
it is to place $5,000,000 of insurance 
upon the life of his friend, S. S. Kresge 
of Detroit. They assert Mr. Kresge, 
who is 56 years of age and head of the 
chain store system bearing his name, 
was induced to apply for the insurance 
by Detroit agents who should be privi- 
leged to complete the transaction and 
derive the commission therefrom. J. 
H. McIntosh, an insurance attorney re- 
tained by Mr. Scott, aserts that his 
client sought the agency license in good 
faith and is entitled to receive it. The 
matter is being closely investigated by 
the insurance department. 





Hall & McNamara’s Record 


An unusual record was made by the 
Hall & McNamara New York agency 
of the Penn Mutual Life, in March, 
when it rolled up a total of $2,327,840 in 
paid-for business, as compared with 
$1,436,591 written by the home office 
agency. This is attributed largely to 
the recent amalgamation of two other 
Penn Mutual general agencies with Hall 
& McNamara. The achievement is all 
the more noteworthy by reason of the 
fact that the home office agency’s total 
last month was the second best in its 
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way between the two agencies for the 
period March 25 to April 25. The prize, 
$100, offered by the Philadelphia agents’ 
association, will go to the winning 
agency, which in turn must turn it over 
to its best producers between April 25 
and May 25, 


Travelers Has New Department 


The Travelers has created a new 
department to be known as the depart- 
ment of medicine and hygiene. Dr. 
Thomas H. Denne and Dr. William W. 
Wright have been taken from the medi- 
cal department and have the titles of 
superintendent and assistant superinten- 
dent respectively of the new department. 
It also has two new doctors on its 
staff, Charles C. Hoffman, roentgenolo- 
gist, and Earle S. Arnold, dental sur- 
geon. 


Fidelity Mutual Convention 


The annual convention of big produc- 
ers of the Fidelity Mutual will be held 
at Haddon Hall, Atlantic City, N. J., 
Sept. 17-20 inclusive. Details will be 
announced later. 





Pan-American Celebrating 


The Pan-American Life of New Or- 
leans, which is celebrating its eleventh 
anniversary, has issued a report show- 
ing the remarkable progress af the com- 
pany during its brief life. The company 
has more than $100,000,000 of insurance 
in force, a notable achievement for 11 
years of operation. The company’s 
premium earnings for 1922 were $2,- 
760,095, interest and other income bring- 
ing the gross receipts for the year to 
$3,370,499. Its invested funds at the 
end of 1922 were $11,000,000, a gain 
of $1,000,000. The Pan-American paid 
death losses of $550,314 in 1922, this 
being on a very favorable mortality 
rate. Resources at the close of the year 
were $11,150,000, an increase of $1,150,- 


REDUCTION IS ORDERED 


WINS IMPORTANT TAX CASE 
Edward A. Woods Gets Decision Hold. 
ing Renewals Earned Prior to 
1917 as Capital 





An important tax decision has been 
won by Edward A. Woods, Pittsburgh 
general agent for the Equitable of New 
York and former president of the Na- 
tional Association of Life Underwriters. 
The case has been in the courts for 
several years and arose over the pay- 
ment of his excess profit tax in 1917. 
The point of contention was the item of 
renewal premiums earned prior to the 
passage of the income law. Mr. Woods 
claimed that such renewals were capital 
and not income. The case was carried 
into the court and the United States 
district court for the western district of 
Pennsylvania has now decided for Mr. 
Woods. If the case stands without 
appeal, it is probable that this will mean 
that all other persons who have paid 
excess profit tax on this particular item 
will be refunded by the government. 
The court’s decision holds that the re- 
newal premiums received during the 
year of 1917 were not the result of the 
exercise of the vocation in that year. 
They were earned in the preceding 
years, but not collected until 1917. 


Law Month Winners 


The Penn Mutual Life announces the 
following prize winners for “President 
Law Month” (December, 1922), in ad- 
dition to the home office winners, pub- 
lished last week: Greatest number of 
lives: Hall & McNamara, New York; 
largest aggregate of premiums: C. J. 
McCary & Co., Chicago; largest amount 
of insurance: Brill & Scott, New York; 
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Holton, Huntingdon, W. Va.; individual 
agent with largest aggregate premiums: 
Miss Clara M. DeNoon, Huntingdon, 
W. Va.; individual agent with largest 
aggregate insurance: A. J. Dooley, Chi- 


cago. 

Special prizes: Murray & Walker, 
Cleveland; Arthur W. Finley, Louis- 
ville, Ky.; Charles J. Iredell, Cincin- 
nati; M. R. Miller, Rochester, N. Y.: 
Clinton F. McCord, Newark, N. J.: 
QO. Ferguson, Evansville, Ind.; E. G. 
Branch, Montgomery, Ala.; W. O. Mc- 
Cord, Dayton, O.; S. J. Frank, New 
York: E. O. Handy, Akron, O.; S. Z. 
Lorch, Louisville, Ky.; J. E. Donoghue, 
Negaunee, Mich.; J. M. Ratcliffe, Cin- 
cinnati;: C. H, Anderson, Chicago; M. 
Bauman, St. Louis; John Blatz, Milwau- 
kee: Joseph F. Grant, Seattle; Frank 
E. Wilson, Springfield, II. 


C. H. Folz Made Actuary 


Announcement is made of the ap- 
pointment of Clifford H. Folz as actu- 
ary of the Public Savings of Indian- 
apolis. Mr. Folz is a son of Charles \\ 
Folz, secretary of the company. He isa 
graduate of the actuarial department 
of Michigan University and has spent 
about two years in the office of Frank 
J. Haight, consulting actuary at In- 
dianapolis. Young Folz has shown un- 
usual aptitude for the actuarial work 
and has made unusually good grades in 
his examinations qualifying for member- 
ship in the actuarial societies. 


Amend Nebraska Contestable Law 

Senate File No. 242 in the Nebraska 
legislature which provided for the 
amendment of the contestability feature 
of life insurance policies and which had 
passed the senate was recommended for 
passage and placed on the general file 
of the house at Lincoln last week. 


John E. Heilly, secretary and treas- 
urer of the Old Line Life of Milwaukee. 
has been nominated a candidate for di- 
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Li-FE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


SYNOPSIS OF 


Reported to the Massachusetts Insurance Department as of December 31, 1922 








- 
IN The Total Resources, or Assets, amounted to . ‘ ‘ 
NN Of these Resources there was set aside as a liability to cover 
kd the Reserves required by law on Policies in Force the sum of 
ees 
Vo) And also there was set aside for all other defined liabilities 


(including $5,640,000 for the full year’s apportionment of 
Surplus Returns to Policyholders for 1923) the sum of 


Leaving as Surplus Assets for General Emergency Protection 











60TH ANNUAL STATEMENT 


$268,075,903.41 


236,792,105.00 \ 


12,303,279.62 
18,980,518.79 c 
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KALAMAZOO 


The Celery City, in the 
heart of Southern Michi- 
gan’s great garden belt—a 
city of 50,000 wide-awake 
people. A HOME city, with 
appealing advantages, both 
educational and social. 


JACKSON 


A stronghold of industry, 
whose busy factories pro- 
duce everything from cars 
to corsets. A city of 50,000 
population, whose pulse 
beats strong and which in- 
spires red-blooded men to 
great achievement. 


Did YOU earn $7,500 last year? Is your social and 


business standing high? 


Can you sell big people 


and train an insurance organization to top-notch 
efficiency? Have you a financial responsibility of 


at least $25,000? 


If you can qualify on these counts, give us your 
record and references. These two rich territories 


must be filled at once. 


You Won't 
“Go It Alone” 


The men whom we appoint as General Agents 
at Kalamazoo and Jackson won’t be turned 
loose with a blessing to paddle their own 
canoes. 


They’ll be supported by all the resources and 
experience of one of America’s most aggres- 
sive and successful life insurance companies. 


A highly-geared development division of the 
Home Office will furnish “power” to propel 
the craft, in the form of counsel, suggestions 
and practical business-getting helps. 


These General Agents will get ample allow- 
ances for development expenses and office 
maintenance, in addition to: 


Liberal first year commissions 
Renewal commissions for 9 years 


Collection fees for life of policies 


The company itself has a, successful record of 
more than 25 years, over one hundred millions 
of insurance, written by its own agents, in 
force, and the largest ratio of assets to liabili- 
ties of any company in its class. 


LIBERAL CONTRACTS, backed by LIBERAL SERVICE, make our General 
Agencies the most desirable in the Insurance World today. 


Address Kaljack, D-75, care The National Underwriter 























Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this yoy | in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 


now? 
Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 
Agencies 








Participating Insurance 
At Non-Participating Rates 
ORDINARY LIFE 
(Minimum Pol! $5,000 


Age Premium 
aR $14.24 ea $24.44 
eet pS 25.40 
23... ..) 1492 apie” 26.40 
Sateen 15.28 42...... 27A8 
ae iar 28.62 
26...... 16.06 Saati 29.83 
27...... 1649 ad 31.12 
28...... 16.93 y eee 
a 1743 Bivaies 33.97 
Ws cea 17.98 egg 
31...... 1854 hes. 37.21 
32...... 19.14 eee 
33...... 19.78 irae 40.88 

: Ree, 42.90 
eee 21.17 att 45.07 
ele 21.91 De dads 47.37 
pai 22.71 ere 49.82 
BB. ccces 

MANAGERS WANTED 
A. Fa or 
Continental Life Insurance Co. 


Wilmington, Delaware 








FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
ested buyers of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who requested 
information. In 1921 this service, 
Fidelity’s original policy contracts, brought 
us within 74% of the unparalleled new 
business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve . Insurance in 
ferce over $223,000.000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right 


FIDELITY MUTUAL LIFE 








New Policies 


New and appealing line of 
policies being written. 

Rates exceptionally attrac- 
tive. 

Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 
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TEXAS VETO NOT UNDERSTOOD 


Insurance Men of State at Loss to 
Explain Governor’s Action on 
Department Separation 





DALLAS, TEX., Apr. 10.—Insurance 
men, of whatever class, are at a loss to 
understand the reason of the governor 
for vetoing the bill providing for the 
separation of the departments of bank- 
ing and insurance and naming an insur- 
ance man at the head of the insurance 
department and a banker at the head of 
the banking department. 

Governor Neff swung the axe on the 
bill 15 days after the legislature ad- 
journed and a few hours before it would 
have become a law if he had not mo- 
lested it. The insurance men in all sec- 
tions of the state had favored the pass- 
age of the bill and had been advocating 
a bill of the kind for several years. They 
contidently expected the governor would 
sign the micasure, and say they had 
never been given any cause to believe 
anything else. 

Governor Nefi gave no reason for ve- 
toing the bill which the insurance men 
and bankers prepared at his suggestion 
and which had the approval of the at- 
torney general. Insurance men say his 
action could not have been in interest 
o! the taxpayers, because the additional 
expense of maintaining the departments 
vould have been met by assessments on 
the banks and insurance companies and 
agents. 

Whether an effort will be made to 
have the matter resubmitted at the spe- 
cial session called for this month is still 
uncertain. Insurance men said the bank- 
ers had called a meeting to discuss that 
matter. They said if the reasons for ve- 
toing the bill could be learned and the 
objections met, the conference of bank- 
ers would probably find a way. If the 
bankers’ parley results in a move to 
have the measure resubmitted, and the 
revamped bill is not detrimental to the 
insurance business, they will join heart- 
ily in the plan to have the bill passed 
at the called session. 


Actuarial Examinations This Month 


Lawrence M. Cathles, president of 
the American Institute of Actuaries, was 
in Chicago last week for a meeting of 
the board of governors, at which appli- 
cations of 110 candidates for examina- 
tions were received. These examinations 
will be held over the country this month. 
An examination at Dallas was held 
under the direction of Mr. Cathles on 
April 10. 

Mr. Cathles said 131 life insurance 
ompanies in the United States and 
anada are represented in the member- 

ship of the institute and that these com- 
panies carry nine-tenths of the life in- 
surance in force in the two countries. 


Liberty Life of Topeka Expanding 

The Liberty Life of Topeka, which 
has confined its activities to Kansas and 
Oklahoma business since its organiza- 
tion, is going to broaden out. It has 
already obtained certificates of author- 
ity to do business in Arkansas and 
Wyoming and is planning on entering 
several other states. The company is 
only four years old, The officers have 
announced that the company proposes 
an active campaign in all of the states 
which it enters and several general agen- 
cies with active field forces will be lo- 
cated as rapidly as possible. 

This is the oldest of the Kansas 
companies which sell stock with life 
insurance policies. There are some states 
which thus far do not permit compan- 
ies with this plan of sales to operate. 
There are several Kansas companies 
operating under this plan. 


George Lines, general counsel of the 
Northwestern Mutual Life, is spending 


several weeks at Hot Springs, Ark., with 
Mrs. Lines. 





AGENCY QUESTION UP 





DISCUSS BANK-AGENT FIGHT 





Difference of Opinion Among Agents 
at Omaha Regarding Move Launched 
by Lincoln Men 


OMAHA, NEB., Apr. 10.—The re- 
quest of certain Lincoln general agents 
to the department of trade and com- 
merce of Nebraska to refuse to grant 
agents’ licenses to bankers for 1923 has 
stirred up much discussion, more prob- 
ably than the likelihood of such action 
warrants. Many of the agents express 
themselves as heartily in favor of such 
a ruling but others are strong in their 
assertion that there is no occasion for 
such action. There is question as to 
whether there is legal authority or dis- 
cretionary power to uphold such a rul- 
ing. In investigation of the affairs of 
tailed banks, of which there have been 
altogether too many in Nebraska in the 
past two years, it has developed that 
there has been perhaps too much of 
deposits left in banks to induce the offi- 
cials to write life insurance, and there 
is reason to believe that not only in the 
making of doubtful loans but in the 
time taken away from the proper atten- 
tion to the legitimate business of the 
bank, such opportunity for personal 
gain to the bank officer has been detri- 
mental to the best interests of the bank 
itself. 

The drive is thought by some to be 
more of another way to attack the part- 
time agent question and in a way an 
attack on certain companies, more espe- 
cially home companies whose agencies 
are more generally in bank officers’ 
hands. It is suggested that the banking 
department might be more interested to 
do away with part-time bankers than 
the average life company would do away 
with part-time agents. 


Hold Anniversary Dinner 
PHILADELPHIA, PA., April 10.— 


“Stick to the one job where you are 
well placed,” declared Joseph C. Staples, 
Pacific Mutual life manager and presi- 
dent of the Philadelphix Life Under- 
writers Association in criticizing float- 
ers tonight at the dinner here celebrating 
the 63rd anniversary of the organization 
of the Guardian Life of America. 

E. J. Berlet, local Guardian manager, 
was toastmaster. Mr. Staples told de- 
lightful reminiscences, contrasting pres- 
ent opportunities with his boyhood 
days, when ministers in pulpits de- 
nounced life insurance as flying in face 
of providence. He announced the next 
meeting of the Philadelphia association 
would be May 10, at Bellevue Stratford, 
speaker not yet decided. 

J. Cattell, nationally famous statisti- 
cian and orator, said Philadelphia was 
world’s best life insurance market, as 
this city has $6,000 per capita wealth, 
and rest of country only $2,800. More- 
over, wealth here is more evenly dis- 
tributed than in any other large city, 
he said. 


Plans for Commissioners’ Meeting 


An automobile ride the afternoon of 
the first day’s session will be included in 
the social program incident to the spring 
meeting of the National Convention @f 
Insurance Commissioners to be held in 
Richmond, Va., April 24-26. It is 
planned to entertain the commissioners 
with a boat ride down the historic James 
the final day if it is possible to charter 
a boat for the trip. The local commit- 
tee on arrangements includes W. L. T. 
Rogerson. vice-president of the Life In- 
surance Company of Virginia; Charles 
G. Taylor, Jr., vice-president of the At- 
lantic Life. and Beverley C. Lewis, Jr., 
secretary of the Virginia Fire & Marine. 
It is expected that the sessions of the 
convention will be devoted principally to 
unfinished business. The meeting will 
i be held at the Jefferson hotel. 
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TAKES UP OTHER WORK 


M’CLELLAND QUITS LIFE FIELD 


Well Known Southern California Under- 
writer Goes With Automobile 


Company 
William McClelland, well known 
among life underwriters, has become 


assistant to Charles Kerr, president of 
the National Automobile Insurance 
Company of Los Angeles. 

Mr. McClelland entered the home of- 
fice of the Equitable Life of New York 
in 1888 as an office boy. In 1904, when 
he was senior auditor, he decided to go 
to California and in April was appointed 
assistant cashier of the Los Angeles 
agency of the Equitable. Later he was 
promoted to cashier, and then to 
agency supervisor. In May, 1916, he 
purchased a half-interest in an estab- 
lished general insurance firm in San 
Diego. In 1919 he sold out his interests 
in that city and returned to Los An- 
geles, as acting manager of the Equitable 
of New York, which he held for several 
months during the serious illness oi 
George A. Rathbun, manager. Mr. Mc- 
Clelland later joined the Southern Cali- 
fornia agency of the Aetna Life as as- 
sistant to the manager, Irwin J. Muma, 
which position he recently resigned. 

Was Active in Association 

Mr. McClelland was six years secretary 
of the Life Underwriters’ Association 
of Los Angeles, during which time he 
was instrumental in effecting a substan- 
tial increase in membership. He was 
also secretary of the managers’ associa- 
tion for four years. In connection with 
these activities he conducted the first 
campaign of institutional advertising of 
life insurance undertaken in southern 
California. 


Conclude Michigan Contest 


The Peoria Life agencies at Lansing 
and Battle Creek, Mich., have been re- 
turned winners in a six weeks’ contest 
for new business, against the agencies 
of Detroit and Wayne. Altogether 
$641,000 worth of business was written 
during the contest. Lansing and Bat 
tle Creek led with $343,000 in new bus- 
iness to their: credit. The Detroit and 
Wayne representatives showed $298,000. 
As a result of winning the contest, 14 
agents of the Lansing and Battle Creek 
agencies sported new hats for Easter 

The contest closed last week when 
the teams met at the state convention 
of Peoria Life agents at Ypsilanti. For 
having written the greatest amount ol 
business in the six weeks, T. E. Rogers. 
district manager at Flint, was presented 
with a loving cup, the gift of H. & 
VandeWalker, state “gent. Mr. Rogers 
turned in $114,000 new business. _ 

With the contest closing the eighth 
year of the organization’s activities I 
Michigan, it was stated that a_recort 
had been made, since the Michigan 
agents showed a greater volume 0! 
new business than was done in IIlinots. 
home state of the company. In Mich- 
igan, $1,323,000 in new business was 
written in the six weeks ending March 


26. 





Wisconsin Agents in Rally 


Central Life of Iowa agents in seven 
Fox River Valley counties were guests 
of the company at an appreciation 
banquet held in Appleton last Thursday. 
The meeting and banquet was held in 
recognition of the work of the agents 
who, under W. E. Smith of Appleton, 
district manager, led the other districts 
in the state in amount of business wr't- 
ten in 1922. Central Life placed eighth 
in total amount of Wisconsin business 
written in that year. A. C. Larson. 
state manager, and George T. _— 
superintendent of agents, both of Madi- 
son, Wis., addressed the_ meeting 0! 
agents held immediately after the ban- 
quet. 
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EXPECT BIG MEETING 


NORTHWESTERN MUTUAL PLAN 





More Than 600 Agents of Company 
Will Attend Annual Convention 
at Home Office July 23-25 





More than 600 agents of the North- 
western Mutual Life are expected to at- 
tend the annual meeting of the asso- 
ciation of agents of the company, 
scheduled for July 23-25 at the home 
office. The tentative program calls for 
speakers of national reputation on in- 
surance and economic subjects and is 
reported to be one of the strongest thus 
far arranged by the association. A ban- 
quet is planned for the evening of July 
24. Membership in the agents’ associa- 
tion is held by about 1,100 of the 5,000 
odd agents of Northwestern, although 
many non-members will attend the meet- 
ing, coming from all parts of the United 
States. Special railroad rates on the 
most important routes have been secured 
according to William H. Conlin of the 
Clifford L. McMillen & Associates home 
office agency, who is secretary and treas- 
urer of the association. 


Rockwood-Badgerow Group Policy 


The Rockwood-Badgerow Company 
of Chicago has insured all of its em- 
ployes, including producers and cleri- 
cal force, under a group life insurance 
policy with the Travelers. This firm is 
general agent for the life and accident 
department of the Travelers and has 
been very active in writing group life 
insurance during recent years. 


Mutual Benefit Peoria Meeting 

Twenty-five district agents and repre- 
sentatives of the Peoria, Ill, general 
agency of the Mutual Benefit Life held a 
get-together conference at which Jay 
Ream, Newark, N. J., assistant super- 
intendent of agencies, was principal 
speaker. Optimistic reports were re- 
ceived from the 24 counties in the 
agency’s territory. 


Italy Abolishes Insurance Monopoly 


The abolition of the life insurance 
monopoly in Italy has been decided 
upon by the Mossolini government, 
according to a cabled report from Com- 
mercial Attache MacLean to the United 
States department of commerce. The 
surance field will be open to private 
companies, both local and foreign. In- 
surance companies will be obliged to 
remsure 40 percent of the risks with 
the National Insurance Institute, which 
will be continued. 


Broke Record in March 

7 he paid for business of the Equitable 
Life of New York in March was $51,503,- 
900. Exclusive of the last three Decem- 
bers, this was the largest month in the 
history of the company. All records 
were broken in the New York City 
metropolitan district in March. Insur- 
ance paid for reached a new high figure 
and the total business for the quarter 
was $12,000,000 greater than the corre- 
sponding period of 1922. 


Western States New Record 
During March the Western States 


te of San Francisco wrote new in- 
Surance of $2,709,000, the largest amount 
ever reported in any one month. The 
company now has insurance in force 
Of $63,850,000. Since Jan. 1, the com- 
pany has gained $2,650,000 insurance in 
orce, 





-Pass Ohio Misrepresentation Law 
" The Present Ohio legislature has 
assed a law of particular interest to 
i agents. This law provides 

henalties not only for misrepre- 
ation of insurance company policies 
The sgl tor incomplete comparisons. 
whede Ww applies to every kind of policy, 

lether re, life or casualty. 
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MODERN INDUSTRY —that great wizard of production—has created 


a demand for a certain type of insurance—an insurance that will provide 
contentment and protection in the event of disability to the employee, 
and in turn result in co-operation and better service to the employer. 


The Mi 


ssouri State Life now offers GROUP ACCIDENT AND SICK- 


NESS INSURANCE as a new feature of its multiple line service. 
GROUP ACCIDENT AND SICKNESS INSURANCE is the answer 


to the imperative demand of the industrial world for protection. We 
issue these policies on eight different plans, complete in every detail—. 
they meet every contingency. 


Why not add this line to your regular selling program? We pay liberal 
commissions, and our excellent facilities for handling the surplus business 
from agents of other companies enables you to take advantage of this offer. 


Let us give you all the facts! 


MISSOURI STATE LIFE 


M. E. Singleton, President 


Life 











INSURANCE COMPANY 


Home Office, ST. LOUIS 


Accident Health Group 
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Conservation of Old Business 


Vice-PresipeENtT THoMas A. BUCKNER 
of the New York Lire makes a strong 
point of agents caring for their old busi- 
ness properly. If a policy is to renew 
regularly it must be sold in the first 
place in a right way to the right person. 
As Mr. Buckner points out, if an agent 
is seeking for permanence in his busi- 
ness he must sell policies to solid, high 
graded representative men. Such people 
give character to the community. 

In the second place, old policyholders 
should be cultivated. The agent should 
keep in touch with them and see that 
they are interested and satisfied. Mr. 
BUCKNER again uses a clinching argu- 
ment when he says, “If you want to 
flourish, follow the example of the hus- 
bandman, plant your business closely 
and cultivate it by frequent visitations.” 

Thirdly, insurance agents should so 
build up their reputation and character 
that they will merit the confidence and 
respect of the people in their commu- 


nity. Men buying insurance desire cor- 


rect, reliable information that is given 
by a sincere man. Policyholders for the 
most part take additional insurance later 
on. They recommend to their relatives 
and friends, that insurance be taken. 
Where their insurance man has con- 
ducted his business in the right way he 
will get approbation. 

Next, an insurance man should keep 
his company and himself before his pol- 
icyholders in a way that will create pub- 
licity that is worth while. 

When a man fails to remit his pre- 
mium a crisis has arrived for the agent. 
There may be a policy loss. As Mr. 
BuckKNER says, “A paid policy means 
that the holder was once satisfied with 
it and had the money to buy. If he does 
not now pay it is generally becalise he 
cannot, he misunderstands the facts, or 
he is for some reason dissatisfied.” He 
should be visited immediately and the 
agent should render every possible as- 
sistance. It is a time for a display of 
salesmanship. 


Partners in the Business 


Tue Peorta Lire in one of its adver- 
tisements refers to agents as its “Part- 
ners in Business.” This is a happy phrase. 
It is an appropriate designation of the 
field producers. Too frequently a home 
office begins to throw about itself certain 
bulwarks. There is an assumption of 
dignity and importance sometimes that 
impresses agents as being an effort to 
place the official staff on a different plane 
than the rate book men. 

All working in the life insurance busi- 
ness are important. The home office is 
just as important as the field and vice 
versa. Mere chance, or perhaps desire, 
has placed one man in one place and an- 
other in another. His particular ability 
puts him in his own niche. When, how- 
ever, there is that very friendly and har- 
monious cooperation between home office 
and | field, business building is_more per- 


an_entirely appropriate way. 


manent and effectual. When field men 
realize that those at the home office are 
their friends and coworkers who have a 
very intense interest in them, the response 
is most generous. 

The work in the field in many respects 
is more difficult than that in the home 
office. At the home office there are cer- 
tain defined details that have to be at- 
tended to. There are fixed hours of work. 
In the field a man is learning to be his 
own boss. He has to be at all times on 
his toes. He is drawing on his resources. 
His faculties are always alert. The 
achievements do not come in steady se- 
quence. They are more _ spasmodic. 
Therefore, the man in the field appreciates 
a cordial and sympathetic attitude at the 
home office. It seems to us that the Peorra 
Lire has expressed the ideal relationship in 


Good Point to Raise 


The program of the so-called pro- 
gressives in Congress includes an 
amendment to the federal law that will 
increase the tax on inheritances. This 
undoubtedly is the trend of the times. 
There is no indication of reducing this 
tax in any state legislature or in Con- 
gress. Legislators find that when they 


are backing a bill to increase such a 
tax there is but little protest. There- 


fore, inheritances as a revenue produc- 
ing source are in the line of least re- 
sistance. Life insurance therefore is 


being needed more and more to protect 


estates from tax hazards. The fact 
that the tendency is to increase these 
taxes is a further argument that life 
insurance men can use in their work. 


Every life insurance man knows the 
value of remembering names. A 
mighty good system is at least once a 
day to write down the names of new 
people met during the day. Repeating 
names when introduced and thinking a 
few seconds about the person to whom 
you are introduced are good ways to 
help remember names. 





J. Davis Ewell of Gibson, Moore & 
Sutton, Richmond, had no difficulty clos- 
ing with Thomas B. Howell, hardware 
dealer of that city, for a Maryland 
Casualty golf liability policy last week 
when a ball driven by i. Howell on the 
links of the Hermitage Club grazed the 
lips of Ralph P. Marrison, general agent 
at Richmond for the Union Central Life 
standing 30 paces distant, and made 
both wonder what might have been the 
consequence if the ball had struck the 
life underwriter squarely on the temple. 
Mr. Ewell, who is accustomed to play 
on the same links quite frequently, had 
been previously importuning Mr. Howell 
to protect himself against such con- 
tingencies, but the hardware man had 
never been able to see the light until 
that ball came so near putting the Union 
Central representative out of commis- 
sion. After that incident he was an easy 
mark and he now asserts that he in- 
tends to carry the policy as long as he is 
a devotee of the game. Capitalizing the 
incident, Mr. Ewell is also finding it easy 
to close with other prospects who were 
like a stone wall before. 


William J. Cameron who succeeds 
Henry Moir, resigned, as actuary of 
the Home Life of New York, has been 
connected with the actuarial department 
of the company for the past five years, 
and is thoroughly familiar with the 
work which he now supervises. 
Canadian by birth, Mr. Cameron’s con- 
nection with life underwriting dates 
from 1911 when he entered the actuarial 
department of the New York Life. Four 
years later he accepted the deputy com- 
missionership of the North Carolina 
insurance department, serving as _ its 
actuary as well. Broadened by the ex- 
perience thus gained he joined the staff 
of the Home Life in January, 1918, 
where the quality of his work was such 
as to secure his advancement to the 
actuaryship a short time ago. A fellow 
of the Actuarial Society of America, 
Mr. Cameron is a keen student of both 
the scientific and the practical phases 
of the life insurance business, 
thoroughly progressive in his ideas. 

The two sons of Vice-President R. W. 
Stevens of the Illinois Life have joined 
the agency organization of that com- 
pany in Chicago. Patterning after the 
“old man” himself they have started 
with the rate book and will get their 
practical insurance experience in the 
field. James W. Stevens II is devoting 
his entire time to soliciting. Raymond 
W. Stevens, Jr., is still in high school, 
but is giving his spare hours to life in- 
surance work. They are working on the 
flat canvass system. They are rubbing 
up against the real problem of insur- 
ance. R. W. Stevens, on leaving college, 
started in with the rate book and thus 
learned life insurance from the _ bot- 
tom of the ladder. 


George W. Skilton has been appointed 
superintendent of the group department 
of the Connecticut General Life to fill 
the place left vacant by the promotion 
of Howard R. Hill to the position of 
manager of group sales. Mr. Skilton is 
a graduate of Wesleyan, class of 1917. 
For the past four years he has been in 
the life actuarial department of the 
Travelers. He is an associate member 
of the Actuarial Society of America, 
having passed the fourth actuarial ex- 
amination last May. 


W. L. Andrews, secretary of the Shen- 
andoah Life of Roanoke, Va., who has 
been a member of the Virginia senate 
for several terms, announces that he 
will not be a candidate for re-election 
this year, his intention being to retire 
from public life. His successor will be 
named in the Democratic primary next 
summer, nomination in the primary be- 
ing equivalent to election on the “Roa- 
noke district. Life insurance interests 


and is. 





will lose a staunch advocate when Sena- 
tor Andrews doffs the toga and retires 
to private life. 


H. E. Critchfield of Hartford, as- 
sistant secretary of the group insurance 
department of the Travelers, who was 
injured in the New York Central wreck 
near Columbus, O., a few days ago, is 
improving at a Columbus hospital. He 
was on his way to St. Louis. His fam- 
ily accompanied him with the intention 
of visiting in Columbus during his stay 
in St. Louis. One of Mr. Critchfield’s 
knees was badly hurt. 

Perez F. Huff, general agent in New 
York for the Travelers, placed two pol- 
icies aggregating $4,000,000 upon the 
lives of two prominent New Yorkers 
last week. Motty Eitingen, president of 
the Eitingen Child Company, fur deal- 
ers, took a policy for $3,000,000, and 
Michael Schwarz, vice-president and 
general manager of the Edward Miller 
& Company, ™anufacturers of lighting 
fixtures, one for $1,000,000. Mr. Eitin- 
gen is 35 years of age and Mr. Schwartz 
38. Thirty companies, according to Mr. 
Huff, participated in carrying the $3,- 
000,000 policy. 

In celebration of his accession to - 
agency staff -f the New York Life, 150 
friends of Sylvan Levy, long prominent 
in business and political circles in New 
York, gave him a dinner at the Ambas- 
sador Hotel Tuesday evening. Supreme 
Court Justice Mitchell acted as toast- 
master, speeches being made as well by 
Mayor Hylan, Vice-President John C. 
McCall of the New York Life and oth- 
ers. A feature f the affair was the 
»yresentation to Mr. Levy of applicat' 
for an even $1,000,000 of life insurance. 


Stewart Anderson, who recently took 
charge of the Penn Mutual Life publi- 
cation department, will issue a new 
monthly, “Penmutualism,” in addition to 
“The Penn Mutual News Letter,” be- 
ginning in May. It will contain can- 
vassing material only, for displaying to 
prospects, to illustrate from actual use 
some plan or selling point. It will con- 
tain the nearest average monthly record 
of death claims, showing returns over 
cost, also letters from influential per- 
sons regarding the value of life insur- 
ance, and other practiont information. 


Capt. J. Rice, ” father of President 
Ralph iH “Rice, of the National Fidelity 
Life, died at the home of one of his 
children in Cherokee, Okla., April 7, and 
was buried in Oak Lawn Cemetery, 
Dallas, Tex., April 9. Capt. Rice would 
have been 85 years old April 20. He 
was a veteran of the Civil war and 4 
man of affairs in his home state ol 
Alabama, as well as in other parts of 
the south and southwest. President Rice 
and all the other sons and daughters 
were present at his bedside just betore 
his death. 


Reports from the Mayo Clinic at Ro- 
chester, Minn., regarding the condition 
of C. B. Stone, district manager for 
New England Mutual Life under A. 
Salzstein, general agent for Wisconsin 
and northern Michigan, indicate that 
Mr. Stone is resting easily. Mr. Stone 
has been ill for several weeks and was 
recently taken to the Mayo Clinic in aa 
effort to regain his health. 

J. C. Fawcett, an International Lite 
agent at Foreman, Ark., who teaches 
school and sells life insurance on the 
side, has written 17 policies since Jan. }; 
although Foreman has a population of 
but 2,000, and he works only after schoo 
hours. 

Walter C. Temple of Dallas, Texas 
state agent for the Ohio National Lite, 
won three loving cups in the recent pro- 
duction contest of that company. oo 
wrote more life insurance than any othe 
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representative of the company. His pro- 
duction for the month was more than 
$150,000. His record has been as high 
as $200,000 per month. Officials of the 
company believe Mr. Temple will de- 
velop into a $1,500,000 or a $2,000,000 a 
year man. 


Allan Waters, vice-president of the 
Union Central, who has been danger- 
ously ill for the past several weeks in 


the Johns Hopkins Hospital in Balti- | 


more, has shown marked improvement 
during the past few days. For several 
days last week Mr. Waters’ life 
ness. e has now entirely regained con- 
sciousness, is showing a fair appetite 
and is gaining strength again. 


Here is a case of covering the terri- 
tory thoroughly! W. A. Banks, Penn 
Mutual Life general agent at Spring- 
field, Mo., in mailing to the home office 
proofs of the death of Dr. Enoch Knabb, 
made note of the fact that the following 
were all Penn Mutual policyholders: 
The two physicians who attended Dr. 
Knabb, the undertaker, the notary pub- 
lic who took the acknowledgments and, 
of course, Mr. Banks himself. 


Warren C. Flynn, St. Louis general 
agent for the Massachusetts Mutual 
Life, on April 3 was re-elected mayor 
of Universty City, leading St. Louis 
suburb. Under his guidance it has 
grown into a city of more than 20,000 
and the citizens wanted him to continue 
at the head. 


J. P. Woodward 


Jesse P. Woodward of 


corner of Mississippi. Mr. Woodward 


has for many years been a leading life | 


agent in that section of the state. Be- 


lore forming connection with the Lamar | 


was | 
despaired of and he had lost conscious- | 


Columbus, | 
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| LIFE AGENCY CHANGES 








| CHANGES IN NEW YORK CITY 
| Maryland Assurance Appoints Skid- 
more, Hess & Roden as General 
Agents in Metropolitan Department 





| Skidmore, Hess & Roden, New York 
City, have been appointed metropolitan 
general agents of the Maryland Assur- 
lance. They succeed the J. Albert Camp- 


bell agency, whose contract recently 
terminated. They have had from six to 
eight years in life instirance, having 


been connected with the Brooklyn office 
of the Travelers. 
Walter D. Carlin, who was formerly 


in charge of the life department of 
Bricker & Smith general agency at 
Coatesville, Pa., has taken over that 


| agency. 
| G. O. Oslund of Oslund Brothers at 
Muskegon, Mich., has decided to take 


cver that agency and will conduct it 
under the name* of Oslund Insurance 
Agency. 


Isaac J. Waite 


Isaac J. Waite of Portland has been 
appointed Oregon state manager for the 
Lincoln National Life. For nine years 
he has been a leading personal producer 
in Oregon for the New York Life. Mr. 
Waite is a Canadian by birth and was 


educated in Notre Dame College at 
Manitoba. He went into the real estate 
and life insurance business soon after 


J . 1 | leaving college and in 1914 took a whole- 
Miss., is appointed general agent of the | 
Lamar Life for eleven counties in that | 


time contract with the New York Life. 
In 1919 he won the silver loving cup 
offered for the agent of the northwestern 
territory who would secure the largest 
number of producing agents in a contest 
extending over a six months’ period. He 


Life he was general agent of the Phoe- | has been eager to build an agency for 


nx Mutual. 


himself and realized the opportunity of- 


| fered in Lincoln National managership. | 


| He has started off with a good volume 
| of business and has already begun his 


organization of agencies outside of Port- | 


| land. 
C. A. Atwood and M. W. Colby 
The Provident Mutual Life has ap- 
pointed Charles A, Atwood of Cham- 


paign, and Merrill W. Colby of Decatur, 
general agent at Springfield, III. 
Atwood & Colby succeed Harold D. 
leslie, who has resigned and is moving 
to Los Angeles, Cal., where he will 
become a partner in the firm of Leslie 
& Walker. Mr. Atwood has been with 
the Provident Mutual for four years 
and for six years was in farm advisory 
work on the University of Illinois fac- 
ulty. Mr. Colby has been in the insur- 
ance business for about seven years, 
| first with the Northwestern Mutual Life 
and later with the Provident Mutual 
Life. Fred W. Walker, who has been 
special agent for the company for three 
years, has been appointed district agent, 
with headquarters at Springfield. 


as 


C. F. Maetschke and W. C. Whipple 

Carl F. Maetschke, formerly located at 
Louisville with the Prudeatial, has been 
appointed manager of the ordinary de- 
partment of the company at Indian- 
apolis. He has taken offices at 1202-3 
National City Bank building. 

Willard C. Whipple, formerly with 
the home office of the Mutual Benefit, 
has been appointed special agent of the 
company at the Indianapolis office. 


Bromert With Missouri 
J. N. 


State 


Bromert has been appointed 





Missouri State Life. Mr. Bromert is | 
well known in insurance circles. For | 
the past 12 years he has been Indiana 


} 
| 
| 
| 


manager of the Indiana district of the | 


13 


state manager of the Preferred. Accident 
and prior to that was identified with an 


lowa company at Des Moines. He is 
| prominent in club and _ social. life in 
Indianapolis and served a term as In 
diana district governor of the Kiwanis 
| Club He has opened offices for the 
| Missouri State Life at 603 Guaranty 


Building in Indianapolis. 

The company already has a branch 
‘at South Bend under the direction of 
W. F, Nitsche and the new office will 
|take care of the remainder of the state. 


| 


L. Kirk Tinsley 
| The Lincoln National Life has entered 
| Tennessee under the leadership of L. 
| Kirk Tinsley of Nashville, who has es- 
| tablished headquarters at 411 Independ- 
ent Life Building, Nashville. 

Mr. Tinsley was until recently a mem- 
| ber of the general agency of Love & 
| Tinsley, representing the Inter-Southern 
| Life, when he sold his interest to F. M. 
Love. 


B. L. Millican 


B. L. Millican, general agent of the 
International Life & Trust at Chicago, 
has resigned to become general agent of 
the American National of Galveston in 
southern California, with headquarters 
in Los Angeles. 


Ivan W. Swift 


Ivan W. Swiit, formerly deputy inter- 
| nal revenue collector at Lansing, Mich., 
| has been appointed assistant manager ot 


the branch office of the Detroit Life at 
Lansing 
F, F. Mulnix 


Forrest F. Mulnix, who was formerly 
connected with the Union Central Life 
at Polo, Ill, has been transferred to 


| Peoria and made district agent there. 


Raymond Dowdell 


Raymond Dowdell has been appointed 
general agent of the Minnesota Mutual 








BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


Home Office: 
Assets’ - ° 


Lincoln, Nebraska 


$22,200,000.00 





GENTLEMEN : 


which I hold in your Company. 
same, 


getting my name on the dotted line. 
him for camping on my trail until I 


family, 
( iffice, 


$568.36 


Bankers Life Insurance Co.? 
that is eligible for insurance. 


ee 


Oakland, Calif., March 13th, 1923. 
The Old Line Bankers Life Ins. Co., Lincoln Nebraska. 


I am in receipt of your letter today with check enclosed for the surplus of the policy 
I want to thank you for the prompt manner in settling 
Twenty years ago, I took up this policy, and your agent did me a great favor in 
I did not think so at the time, but I would like to thank 
was convinced it was the thing for me to do. 


Where can a man invest his money that is safer and a better investment than in the 
I take great pleasure in rcommending this to every person 
= : Again let me thank you, and that if I can be of any service 

you in the future, would be pleased to have you call on me. 


Yours very truly, 


CLARENCE C. WHITE. 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 
TWENTY YEAR SETTLEMENT 


Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoln, Nebraska 


Zz 








If every young man could see what it means to him to save as well as a protection to his 
as I see it, you would need no agents, they would all come to see you at the home 
I have not only had protection for my loved ones all these years, but I have saved 
for which I acknowledge receipt and a paid-up policy for life for $2,000. 


Name of insured 
Residence... 








——— 


If terested, consult one of our agents or write Old Line Bankers Life Insurance 


Amount of policy..... ; 
Total premiums paid 


SETTLEMENT 
Total cash paid Mr. White.......... $568.36 
And a fully paid-up participating policy 
for $2,000.00 


Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 


at Clarence C. White 
ent Oakland, Calif. 
Le ree $2,000.00 
1,028.00 
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Nearly 1 '4 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 

Jan.1,1913 Jan.1,1918 Jan. 1, 1923 


Assets ............-$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive. opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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Supplying Every Life Reinsurance 
Need 








































TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 











Life in Columbus and central Ohio. He 
will have his offices in the Atlas build- 


ing. 





Life Agency Notes 
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the Davenport 
derwriters.) 

T is a natural instinct to provide for 
| the future, to leave wife and chil- 

dren some property to make the 
struggle of life easier for them after the 
provider has passed away. For this men 
work, fight and die and to accumulate 
for old age and their estates. 

How little some of them know what 
becomes of their estate. This property, 
the price of a life’s struggle. If men 
would give as careful consideration of 
the question of what ‘becomes of their 
estate as they do to the problem of 
amassing property a much different and 
better situation would confront many an 
estate. 

If he could foresee what his friends 
and heirs learn when they consult a 
lawyer in reference to his estate, he 
would immediately take steps to put his 
house in order. 

Your estate is distributed either by 
the laws of descent and distribution or 
by the provisions of a will. 


Laws on Inheritance 


The right to inherit property is not a 
natural right. It is a creature of law. 
Rules have been established by the law- 
giving body for the distribution of prop- 
erty of a decedent. These laws can not 
fit every set of circumstances with abso- 
lute fairness. For instance, under the 
early common laws of England arising 
out of the feudal system the eldest son 
took all of the real estate, being known 
as the rule of primo-geniture, to the ex- 
clusion of the other children. 

The statutes of descent and distribu- 
tion are not uniform in all of the states 
of the Union. A wife may have a dower 
right in one state and a life estate in an- 
other. She may take a one-third inter- 
est in one state and a half in another 
state. The laws with reference to the 
descent of real estate may be and in 
some states are very different from the 
state of Towa. 


Must Know Which Laws Govern 


It becomes very important to know 
which laws govern. If a man should die 
in Iowa with his home in Illinois with 
real estate in Minnesota and personal 
property in New York, what laws deter- 
mine the descent and distribution of the 
property? The rule is that the law of 
the domicile controls the distribution of 
all of his personal holdings wherever 
situated, in this case being the state of 
Illinois. All of his real estate will de- 
scend according to the law of the land 
where situated. This is called the lex 
loci rei sitae. In this case the laws of 
Minnesota would govern the descent of 
the real estate. 

Where the property is owned in sev- 
eral states, it is very important that a 
will be made to obviate the confusion 
which may arise from different laws. 


Rules in Iowa 


In the state of Iowa personal prop- 
erty of the deceased not necessary for 
the payment of debts shall be distri- 
buted to the same persons and in the 
same proportion as real estate. 

Personal property goes to the per- 
| sonal representative of the estate and he 
has the management and control of it 
until the estate is closed. It is the first 
property used to pay the debts of the 
estate. 
| Real estate, 
trary provision in a will, 
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The Philadelphia Life announces the 
H. L 


’ —— --—— By HARRY 
(This address was delivered by Mr. 
Betty, who is a prominent attorney of 





E. Beaver, formerly in the bond busi- 
ness, has joined the local agency staff. 
The Northwest Agency, Inc., has been 
organized in Minneapolis, to take the 
general agency of the American Life of 


Detroit, with headquarters in the Lin- 
coln Bank building. The agency com- 
pany is capitalized at $10,000, the incor- 


J. Trosper and B. B 


porators being E., 
Smal! 


Trosper of Chicago and William E. 
of Fargo, N. D. 


WHAT BECOMES OF YOUR ESTATE? 


B, BETTY — ————— 


stantly upon the death of the owner to 
those who take under the law, and they 
are entitled to its management and con- 
trol. 

If there is insufficient personal prop- 
erty, the administrator may make ap- 
plication to the court for the sale of 
sufficient real estate to pay the debts 
of the deceased, outside of the dower 
or distribution share. 

The dower or distributive share con- 
sists of a one-third interest of the sur- 
viving spouse in the real estate of the 
decedent. This right cannot be taken 
away by will. Nor can it be sold for 
the debts of the decedent. It can be 
conveyed or mortgaged by the surviv- 
ing spouse and decedent during his 
life. 

This dower interest must be set off, 
if possible, to include the homestead 
which is exempt from her debts. 


Homestead Rights 


A homestead in town consists of a 
dwelling house, not to exceed one-hali 
acre of land without regard to value. 

In the country, it is a dwelling on 
forty acres of land regardless of value. 

The homestead is exempt from the 
owner’s debts during life, except debts 
acquired before its purchase. 

Upon the owner’s death, the surviv- 
ing spouse may continue to possess and 
occupy the whole homestead until it is 
otherwise disposed of according to law 
or have the dower right set off out of 
the homestead or elect to retain the 
homestead for life in lieu of such share 
in the real estate. 

If there be no survivor, the homestead 
descends to the issue of either husband 
or wife according to the rules of de- 
scent, unless otherwise directed by will 
and is to be held by such issue exempt 
from any antecedent debts of their par- 
ents or their own, except the owner con- 
tracted prior to its acquisition. 

No conveyance or mortgage of 4 
homestead is valid, unless the husband 


and wife join in the execution of the 
same joint instrument. 
How Property Descends 
Property descends according to the 


Iowa law of descent and distribution ™ 
the following manner: 


The surviving wife or husband, in t* 
event of children, inherit one-third of th 
real and personal property and childr 
two-thirds. The children of a deceaseé 
child takes his or her share. 

In the event of no children, 
viving wife or husband takes 
deceased spouse’s share up to $7,500 
one-half of the balance, The other om 
half goes to the father and mothe! 
decedent in equal shares. If one 
all of the property goes to the surviviné 
parent. If both are dead the proper) 
goes to the heirs of the parents a u 
they had outlived the deceased and die¢ 
in the possession of the property 
on through the ascending ancest 
their issue. 

If no such heirs are found the port 
uninherited shall go to the spouse 
intestate, or the heirs of such 
if dead, according to like rules. 
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An Eastern Life Insurance Company | 


issuing Life, Accident and Health Policies hes 
several good openings for Live Men to 8 . | 
General Agents. The following territery 
open =] resent: Albany, Buffalo, and ore | 
cuse, 
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father and mother, or to the survivor, 
and if both are dead, to his brothers and 
sisters, and if any be dead to their chil- 
dren. If none of these exist then to his 
grandparents, if alive, and if not to their 
children, being uncles and aunts of the 
deceased, or to their children, being 
cousins of the deceased. 
If married, without issue, the property 
of the deceased goes to the survivor to 
the extent of $7,500 and one-half of the 
balance, The other half goes to the par- 
ents of the deceased or some of their 
heirs, if dead. It is seldom the wish 
of any married person that such a dis- 
tribution be made of his property. But 
how many married couples are drifting 
along without wills when they think 
that in case of death the wife inherits 
all of his property. Many a wife or hus- 
band comes to a realization of such an 
unfortunate situation when it is too 

late. 
Will May Be Real Blessing 


A simple will costing $5 may be a 
wonderful blessing to some deserving 
wife. Where there are small children, 
death of the father may leave a very 
bad situation for the mother of children. 
She inherits one-third of the property 
and the children two-thirds, The mother 
who is left with the responsibility of a 
young family may find this arrangement 
very unsuitable for the welfare of her 
family. She must have a guardian ap- 
pointed for the property of her minor 
children. The guardian must make an- 
nual reports to the court of his man- 
agement of his ward’s property. This so 
often divides a small estate into so many 
parts that little use can be made of it 
by the surviving spouse. 

IT have a case now of a widow with two 
children 3 and 4 years of age. Her hus- 
hand died last August, owning a small 
piece of real estate in Davenport with 
a mortgage on the real estate, and a 
number of debts. He left no will. The 
widow becomes the owner of one-third 
of this real estate and the children the 
owner of two-thirds, There will not be 
more than $500 to divide after the mort- 
gage and debts are paid. To pay these 
debts she must sell the real estate. Be- 
fore she can do this she must have her- 
self appointed administratix of her hus- 
band’s estate. Then she must apply to 
the court for an order to sell this reali 
estate to pay the debts against her hus- 
band’s estate. She then is required to 
bring a suit against her own children to 
sell their interest in the real estate. The 
party having the custody of the children 
must be served with a notice of the suit 
and a copy of the petition must begat- 
tached to the petition informing the per- 
son in custody of them of the nature of 
the action. This notice requires them 
to appear at the next term of court, if 
they have been served with notice ten 
Gays prior thereto, to show cause why 
the property should not be sold. The 
court shall appoint a guardian ad litem, 
whose duty it is to file an answer in the 
suit and defend their interest. 


Procedure to Be Followed 


If the court decrees that said reai 
estate shall be sold to pay the debts of 
the estate, he appoints three appraisers 
to fix a value on the real estate to be 
sold. They make a report of their find- 
ings to the court. Then the administra- 
trix must advertise it for sale for a 
period of four weeks by publication in a 
hewspaper, once a week, for four con- 
secutive weeks. The property is thea 
Sold at auction to the highest bidder if 
it sells for more than two-thirds of its 
appraised value, The administratix then 
makes a deed to the purchaser, which 
deed must be approved by the court. If 
there happens to be an excess over and 
above the debts of the estate, two-thirds 
of it will belong to the children. A guar- 
dian must then be appointed to take 
“narge, and receipt to the administratrix, 
for the money, and from thenceforth will 
have the management of this money 
under the supervision of the court until 
the children become of age. 

*. Papen detailed the proceeding in a 
_. Way SO that you may realize the 
thie pe of a will in such a case. If 
a oe had willed his property to his 
Seinen aa given her the power to 
reuuinea a, real estate all she would be 
will, hey to do would be to probate his 
aa ‘a ° letters testamentary issued to 
aan oo testatrix make a deed to 
court 7 laser without having to consult 

, OF complying with any other pro- 

“eure except to make a deed. 


Specific Case Cited 


During som enee 2 
Fr tern the flu” epidemic T had a 
Whose wife died of the “flu” a few 




















AGENCY 
OPPORTUNITIES 
NOW OPEN 
IN 


Arizona 
California 
Colorado 
Illinois 
Indiana 
lowa 
Kansas 
Michigan 
Minnesota 
Missouri 
Montana 
Nebraska 
New Jersey 
New Mexico 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
South Dakota 


Tennessee 


Texas 
Utah 
Washington 
West Virginia 
Wisconsin 





TENNESSEE 


The“Volunteer” State is the lat- 
est to step into line as a recruit in 
the Lincoln Life service force. 


Tennessee makes a total of 27 
states in which the Lincoln Life 
now does business. 


With the vigor which charac- 
terized “Old Hickory” himself, the 
work of organizing the Lincoln 
Life sales force of Tennessee is go- 
ing forward under the leadership 
of L. K. Tinsley, +11 Independent 
Life Building, Nashville, Tenn. 


If you are interested in an 
agency opportunity in Tennessee, 
it will pay you to 


LINK UP THe) LINC 





The 


Lincoln National Life 
Insurance Company 


**Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Ind. 
Now More Than $240,000,000 in Force 
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Home Office: 


The Guardian Life Insurance Company 


OF AMERICA 


Established 1860 under the Laws of the State of New York 





Figures from the 63rd Annual Statement which show 
the soundness and strength of the Company: 


Paid-for Business, 1922 - - - $35,422,225.00 
Insurance in Force - - - - 206,310,800.00 
Admitted Assets - - - - - 42,778,214.11 
Liabilities - - - - - - - 36,973,311.84 
Surplus and Dividend Fund -  5,804,902.27 





For information concerning opportunities in the field force 


of The Guardian, address 


T. LOUIS HANSEN, Vice-Pres., or GEO L. HUNT, Supt. of Agencies 


50 Union Square, New York 











As age increases, and 





New Disability Clause 


Two years ago this Company devised a Disability provision which was far in advance 
of any that had been previously contained in a life insurance policy. We now announce 
a new Disability provision. 

Immediate beginning of a lifelong monthly income. 


When total and permanent disability has lasted five years, th thi t will 
thereafter be increased 50% Ten eee 


When total and permanent disability has lasted ten years, the original thl . 
ment will be increased 100% 7 Se See ae 


Total disability that has lasted three months will be assumed to be permanent. 


: Waiver of premium, of course, together with full annual dividends and a full annual 
increase in cash surrender value. 


Its features are: 


the family income dwindles through diminishing resources, the 


disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street, New York 














Dec. 31, 1912..... 
Des. 31, 1922..... 


1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Company of Stability and Progress, 
berality 


Safety and Li 


Admitted Assets 
se seeeeee e+ -12,431,725.00 
seeeeeeeess» 44,995,738.00 


Insurance in Force 
$ 67,326,327.00 
313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 











To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making we creating a competence for 


For Contracts and Territory, Address 


H. M. HARGROVE - 


Beaumont, Texas 


President 








National Underwriter Company, 


»“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘Easy Lessons in Life Insurance,’’ a text and review book with quiz supplement. 


$1.50 The 


1362 Insurance Exchange. Chicago ‘ 











days after the birth of her baby. 
were buying a house on payments. The 
contract named the husband and wife as 
purchasers, She left no will. They had 
an equity of about $1,000 in the contract. 
The husband wanted to sell the house 
and found a purchaser. The purchaser 
consulted a lawyer as to his title. The 
lawyer rightly held that the wife owned 
one-half interest in the equity in the 
house, being about $500, that two-thirds 
of that amount belonged to the baby and 
one-third of the wife’s share of $500 be- 
longed to the husband, It became neces- 
sary to appoint an administrator for the 
wife’s estate, to make application to sell 
her interest to pay her funeral expenses; 
to bring a suit against the baby to divest 
it of its two-third interest in said prop- 
erty, in the manner heretofore outlined, 
before the husband could sell his interest 
in a house contract which had been pur- 
chased with money earned by him. Moral: 
Do not take real estate in the joint 
names of husband and wife unless each 
has made a will in favor of the other. 

From what I have said, you see the 
importance of wills. 


Don’t Try to Make Own Will 


Now a word in reference to wills. Don’t 
try to make your own wills. Many a 
will is broken because not properly wit- 
nessed. The terminology of a will may 
place on it a legal construction that is 
different from your intentions. A _ will 
is very important document. What you 
state in it can not be changed and ex- 
plained after you are dead and it must 
stand the test a certain well defined rule 


of the court as to its intent and con- 
struction. 
I am now interested in a case where 


the deceased made a will. Then he made 
a second will several years after making 
the first will, with different provisions 
with reference to a distribution of his 
property. At death the second will could 
not be found. The first will was found 
among his papers in his safety deposit 
box. He apparently changed his mind 
about his second will and destroyed it 
with the idea that his first will was in 
force. He died blissfully ignorant of the 
fact that the making of a subsequent will 
with different provisions therein de- 
stroyed the first will as a testamentary 
instrument. 


It is not very well known that the 
heirs of a devisee take the interest of 
the devisee if the devisee pre-deceased 


the testator unless a contrary intent is 
made manifest in the will. 

In other words, the heirs of a bene- 
ficiary under a will take the share of the 
beneficiary if the beneficiary dies before 
the testator if the will has never been 
changed and no contrary intent is made 
manifest in the will. 


Proceeds of Insurance 


The laws of Iowa have pu®a strong 
@&rm around the proceeds of life and ac- 
cident insurance, They are exempt from 
the debts of the insured in favor of the 
husband or wife and children, in the 
absence of an agreement or assignment 
to the contrary, and from the debts of 
the surviving widow to the extent of 
$5,000 contracted by her prior to the 
death of the assured. 

If a policy is made payable to the 
estate, the proceeds thereof shall be 
exempt from the hands of creditors with 
the same force if made payable to wife 
or children. 

The proceeds of the policy when real- 
ized by the party entitled thereto, are 
not exempt from execution for the debts 


of such person, The exemption exists 
only as to the debts of the person in- 
sured. 


Under Section 3313 of the Code, the 
proceeds of life insurance, if passing to 
collateral heirs, are exempt from the 
debts of the deceased in the same man- 
ner as though they passed to wife and 
children, 

Life or accident insurance payable to 
an estate inure to the separate use of 
the husband or wife and children, if 
any, and are not to be distributed in 
such case among the heirs generally, as 
other personal property. 

Life insurance may be assigned as a 
pledge or security for debt by the as- 
sured with the consent of the insurer, 
if the right to change the beneficiary 
has been reserved in this policy. 


Insurance Becomes Vested Right 


If this right has not been reserved in 
the policy, the insurance becomes a 
vested right in the beneficiary the mo- 
ment this policy is written and accepted 
by the insurance company. It cannot be 
changed without the consent of the bene- 
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ficiary. If the beneficiary should die be- 
fore the insured the heirs of the bene- 
ficiary would take the proceeds of the 


insurance upon the death of the insured. 

It has been the practice of trustees 
in bankruptcy in Iowa to compel the 
bankrupt to turn over to him the cash 
surrender value of his life insurance 
where the right to change the beneficiary 
was reserved in the policy. This (Sec- 
tion 208, Federal 706) has been the rule 
in the Federal Courts in Iowa until May 
15, 1922, when the circuit court of appeal 
in the eighth federal circuit, in over- 
ruling a decision of Judge Wade, held 
that the cash surrender value of an in- 
surance policy could not be taken by the 
trustee in bankruptcy for the bankrupt’s 
creditors on account of it being exempt 
from seizure by the creditors of the in- 
sured in Towa. 

Judge Wade contended that the insur- 
ance exemption laws of Iowa did not 
apply until the death of the insured: 
that the insured could take the casa 
surrender value for himself and if so 
he could pay his own debts and that he 
should be required to turn it over to the 
trustee in bankruptcy. 


Effect of Inheritance Taxes 


Your estate nowadays is very much 
diminished by federal and state inheri- 
tance taxes. These contingencies should 
be provided for with funds to meet them. 
This opens up another field which T will 
not attempt to explore at this time. 

Sufficient to say that enough has been 
said to indicate the importance of mak- 
ing a will. No married man can afford 
to neglect it and few men who have 
property to inherit. 

(a) He should make a will because 
if he does not his six months old bahy 
will get two-thirds of his estate and his 
wife will only get one-third. 

(b) He should make a will because 
if he does not and leaves no issue, his 
wife may get a little more than one-half 
of his estate. 

(c) He should make a will because 
he appoints his own executor. 

(ad) He should make a will because 
he can provide for his family in a way 


to meet the economic problems of his 
household as their necessity may de- 
mand. 


That man is a wise man who leaves a 
heritage well guarded for the protection 
of his family after his demise. 

This heritage can be best protected by 
making a will 


A man owes this duty to his family 
ang to himself. 

le labors a life time to secure the 

comforts of life for himself and dear 


ones and that he may leave some prop- 
erty to aid them in their struggle of life 
after he has passed the great divide 


Insurance Payable to Estate 


He may buy life and accident 
ance to protect his family and next of 
kin against this contingency, He may 
make it payable to his estate which ™ 
the absence of a will will not pay his 
debts. No honest man wants to beat his 
creditors. He too often dies without 
having directed where his estate shall 
go and it often goes, without will, where 
he least expects and to parties to whom 
he did not intend it to descend. 

He must have a very perfect knowl- 
edge of the laws of inheritance to know 
if it is worth while to take the risk of 
not making a will. The problem therein 
contained and the certainty that these 
laws are not suitable to the best inter 
est of wife, heirs and next of kin makes 
it sheer folly to neglect this most im- 
portant duty. 

The ownership of property is 
vested right which men prize 
They are zealous in its preservation a 
the right to its control. 

The privilege is given by will 
to determine who shall inherit. W he 
represent his interest in seeing that t r 
provisions of the will are enforced ~ 
that the property be properly distributee, 
and the terms upon which it shall be 
inherited. This is the most Bet 
strument known to the law. Why estate 
are left so often without the guidese 
of the decedent in the form of such % 
document is more than I can explain un 
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MOIR INDIANAPOLIS SPEAKER 


Managing Director of United States Life 
Speaks on “Selection—Agency and 
Home Office” 


INDIANAPOLIS, IND., April 10.— 
At a well attended meeting of the In- 
dianapolis Association of Life Under- 
writers Thursday, Henry Moir, manag- 
ing director of the United States Life, 
was the principal “speaker. Upon invi- 
tation of President George S. Wain- 
wright of the association, Mr. Moir was 
introduced by Charles A. Beckett, actu- 
ary of the State Life of Indianapolis and 
a close friend of Mr. Moir, who referred 
to the distinguished guest as one who 
has wielded as strong a force for the 
good of life insurance as any man in 
the business. He said that Mr. Moir 
has been a great inspiration to many 
young men and that he represents the 
ideal which many have the ambition to 
attain. 

Mr. Moir spoke on “Selection 
Agency and Home Office.” Before en- 
tering the insurance business, he said, 
the prospective agent should make sure 
that he is selecting the life work for 
which he is best fitted and then, having 
made his choice of occupation, the next 
mportant selection is the right com- 
pany. It is necessary for him to be- 
lieve in his company if he expects to 
succeed. In the selling of life insurance 
he has to select prospects that are ac- 
ceptable to his company as far as possi- 
ble and avoid turning in applications that 
he knows will be rejected because of 
some physical defect of the applicant. 

Must Select Right Policy 
of the 


The selection right policy for 
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the prospect is also most important, as 


misfits will not continue on the books of 
the company and will injure the future 
business for the agent. “Life agents 


ave to do much selecting,” he said. “In 
first place they have to select the 
eecupation they propose to follow; and, 
having fixed on insurance, they then 
must make a choice of the company they 


the 


Wish to represent. These decisions are 
sometimes a matter of choice; often a 
matter of accident. A man is led into 


‘usiness through his friends who are in 
it; but he soon finds that there are clear 
ines of demarcation as between the dif- 
ferent companies, their methods of doing 
business and even the classes of policies 
they write.” He then outlined some of 
the company characteristics which gov- 
"mm such selections. In the selection of 
Prospects five minutes spent in making 
‘inquiries may save hours of needless la- 
hor, he said. 

The interests of agent and company 


— 





tice, Mr. Christy said. 
serve 


tion regarding the Barney Pearson sales- 
manship course which will be given un- 
der 
last 
sion 
tures should be 
regardless of membership in the associa- 
tion, and the matter was referred to the 
“xecutive committee. 


on which the agent's office 
“You are walking over gold mines every 
day,” 
vance 
would 


are closely interlinked, Mr. Moir said, 
and the agent should deal with the com- 
pany with the understanding that he 
a part of it and its interests are his in- 
terests, He made some helpful sugges- 
tions on the selection of risks by com- 
panies, “The knowledge of selection has 
gone far,” he said, “and includes scien- 
tific investigation of occupations, habits, 
environment, family history and medical 
impairments. Indeed it has gone far 
enough to show us how little we really 
need to know on this subject.” Agents 
should realize that the company is 
anxious to accept their risks and when 
they turn a case down it is because there 
is a good reason for it. “Agents should 
accept the home office decisions in a 
of cooperation,” was his advice. 
If an agent can supply additional in- 
formation which will secure a revised 
opinion it is right for him to do so. 


is 


Christy on Organization Work 


Moir was listened to with closest 
interest. Edward M. Christy, supervisor 
of agencies of the United States Life, 
was introduced and spoke briefly on the 
value of association organization among 
life men. The best element in the busi- 
ness, that which represents permanency, 


Mr. 


he said, will be found to be actively 
identified with association work. = 
have formed more good friendships 
through my association contacts than 


through any other relationships,” he said, 
“The men connected with associations,” 
he said, “are the leading men in the 
business.” He commented on the won- 
derful opportunities which the business 
of life’*insurance holds out for those who 
are in it. He told of a large case writ- 
ten just the other day in an office on the 
floor directly under the office of an agent 
he knew. This led to a determination 
to find out just what possibilities there 
might be near at hand and eleven appli- 
cations were written on the same floor 
was located. 


he declared. Preparation in ad- 


**‘Nothing humbler than ambition 
when it is about to climb.”’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 

. added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 
vice. 


That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884. 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 











of solicitation, just as a lawyer 
prepare a brief, will double the 
igent’s business who follows this prac- 
The agent should 
his clientele instead of himself. 

President Wainwright gave informa- 


the 
divi- 
lec- 
all, 


the auspices of the association 
week in April. There was a 
of opinion as to whether the 
thrown open to 


Mr. Pearson is be- 
ng signed up for addresses before local 











GROWTH 


clubs while he is in Indianapolis. About Year Assets E Insurance in Force 
ten new members were voted in Thurs- 
day. 1906 $171,282.90 $278,100.00 


ciation 
“Y,” presided 


x* * * 


Waukesha, Wis.—The Waukesha Asso- 
held its monthly meeting at the 
over by S. Paul Jones, 








W. L. MOODY, JR., 
President 


ASSETS 
Real Estate Owned............ $ 917,417.61 
Ortgage Loans «+» 5,352,594.38 
 Collatera! Loans 25, 





Loans Made to Policyholders 
— this Company’s Policies) 1,458,245.93 
s 


_ Sebganebensenensassecesess 4,214,3590.01 
Cash in Banks................. 1,718,881.46 
ttificates of Deposit ........ 7,848.15 
Interest Due and Accrued..... 316,604.78 
Deferred and Uncollected Pre- 
TEND’ stcidamonce setteesesecee 967.99 
Unearned Premiums on Fire In- 
Surance Policies ..........00.- 713.62 
MOPED vidietidineecatitoan $14,296,623.93 


Increase in Insurance in Force 
Increase in Admitted Assets...... 
Increase in 
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American National Insurance Company 
OF GALVESTON, TEXAS 
SHEARN MOODY, 
Vice-President 


FINANCIAL STATEMENT. DECEMBER 3lst. 1922 


Net Reserve (American Expe- 


Special and Contingent e- 
GEPGEB ccccotsconsengcoceuccess 173,682.08 
Reserves for Death Losses 
Process of Adjustment....... 134,739.47 
Reserve for Taxes, etc........ 89,770.93 
Miscellaneous Liabilities ...... 139,656.13 
Capital Stock.. ..$1,000,000.00 
EEEES  conccccese 1,555,824.05 
Surplus Security to Policy- 
REID sdccccoevsnceaceocsnccce 2,555,824.05 
Qo ee $14,296,623.93 


Gains Made During Year Ending December 31st, 1922 





Roe. Mee "741,928.24 
LIFE INSURANCE IN FORCE, $181,457,796.00 
Paid Policyholders or Their Beneficiaries Since Organization, $12,549,109.96 


Ordinary Life, Industrial Life and Accident Insurance 
to Meet the Requirements of Every Insurable Person. 


Operates in Twenty States and the Republic of Cuba 


Ww. J. SHAW, 
Secretary 


LIABILITIES 
pe 
rience 3 and 3% per cent). ..$11,202,951.35 
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1910 $442,489.98 $6,092,356.00 
1914 $1,365,399.86 $15,346,367.00 


1918  $3,311,483.09 $26,433,375.00 
1922 $7,041,268.64 $52,236,560.00 





Actual to Expected Mortality 32.3% 











THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 
Columbus, Ohio 


Agency Opportunities 
Pennsylvania, W. Virginia 


Our Slogan 
**100 Million in ’27’’ 
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president of the association. A dinner | some kind from every call. If the firs 
7 was served following which the busi- | man does not respond why try somebod) 
ness session was held. The association | else who may turn out even a bette: 
was favored with an address by Harvey | prospect than the man you first ask for. 
P. Ingham, Wisconsin state superintend- | He does not think much of the cold can- 

ent of agencies of the Mutual Life of | vass plan for his line of talk. 
New York. Mr. Ingham spoke on “The Hart H. Arthur Smith of the New 
Agents Opportunity and Obligations.” | England Mutual paints the advantages 
He has made an enviable reputation for | of creating an estate. Believing that 
himself and through his success he won | the savings idea is better to bring for- 
the position he now holds with his com- | ward than the one of program insuranc: 
pany. His interpretation of a life insur- Herbert F. Austin of the New York 
ance agent exalted the profession and | Life told an amusing case where th 
his work was not only a business but a | man finally took out $40,000 of insuranc: 
“profession” which deserved much study. | but for a long time refused to see the 

William H. Bloomer, a member of the | doctor. He worked a little strategy by 
association, gave a very interesting talk | taking the doctor to the prospect's 
for a few minutes on the Babson props- | house and examined him for $10,000 and 
ganda of life insurance. This informa- | then placing the other $30,000. 
tion was timely and much appreciated by Claney PD. Connell of the Provident 
the association. Mutual believes iff not spoiling the 

x * * closing by being too hasty or nervous 

" . His idea is to be natural under all cir- 

New York—An attempt to make the | ¢ymstances and not to scare the pros- 
new members of the National Associa - pect by making a bad break. He has 
tion of Life Underwriters number not 250 | missed placing only one policy he has 
but 300 when the present campaign ends written in three years and that was lost 
July 1 next was fathered by Harry Mor- | pecause the man was fined for speeding 
row of the Mutual Benefit, chairman Of | ana had no money to pay the $50 
the membership committee at the meet- premium. 
ing Tuesday of the New York Associa- Robt. F. Pennell of the Union Central 
tion. There were nearly 500 present, told how by trying to insure the head of 
making it the largest monthly meeting | the firm who was inhospitable he finally 
yet held by the ‘association. The sad | pjaced in that office a corporation policy 
news was announced by President Smith | one to protect a mortgage, a policy oi 
before the meeting adjourned that A. R. the boss in favor of his mother, and 
Spear, officer of the executive committee, one in favor of his wife. 
had died today in Florida and a standing 

. vote of tribute ended the meeting. * * * 

Much interest was displayed in the Rockford, 11,—At the regular monthly 
report of the committee on business | meeting of the Rockford association last 
practices of which Ora S. Rogers is ' week, the association brought up for dis- 
chairman. He told of two important | cussion the advice recently given to his 
eases involving big policies where the | clients by Roger W. Babson, well known 
committee had checkmated the deal | financial expert, in which he stated that 
through aid of the insurance department. | life insurance should not be considered 
The aim of the committee is to prevent |as an investment and suggested that 

HI J I CHINSON KANSAS the incidental selling of life insurance by | policyholders surrender their policies 
’ one case agent who handle cases for;and invest the cash values elsewher 

heads of firms by whom they are em- | Such advice was denounced as unwise 

ployed. The committee also seeks to!and disastrous to thousands of benefi 

STEPHEN M. BABBIT, President prevent business being taken away from | ciaries, if carried out. President Patté 

the agents who originated it. was instructed to write a letter register- 

Dr. Griffin M. Lovelace of the Training | ing protest to such unsound advice. 
School of Life Insurance at New York | Mr. Perry, agent for the Mutual Life 

° University told of the work of the class | in Beloit, outlined a plan for advertising 
saying that the fall terms starts Oct. 3 | life insurance nationally, the cost of 
next. which is to be met by the agents of a! 

The first speaker in the sales sym- | companies contributing 15 cents per 
posium which limited each speaker of | $1,000 of insurance written. The pla! 
the nine to six minutes was a woman, | 48 outlined was, on motion, endorsed 
Miss Emma H. Ditzler of Connecticut Joseph Westerberg, trust officer of th 
Mutual, who believes in having some- |! Third National Bank, was introduced as 
thing to show the prospect when making | the speaker of the evening. Mr. Wester- 
a cold canvass. She believes in selling | berg outlined the work which was ear- 
endowments as they appeal to the man ried on by his department,.and members 
as an income for old age. were given a better idea of the ser 

Frank O. Chinock of the Travelers told | rendered by such institutions, 

May Mean Thousands To You of the approach made easy by a personal | oe &¢ ¢ 
introduction. He does not believe in a | Sioux Falls, S. D.—The South Dakot 
complicated approach or ina long draw® | association held its tenth annual meeting 
out presentation of the subject. in Sioux Falls, with 60 members present 
ao ag —— ed _— ge E gunn | from various parts of the state. G. W 
a on 10W ne sSucceeas W 1 ne 7 > » > - ‘ = e 
EADING of two Columbus Mutual Life Booklets may who first refused to talk business with ee ee ee eee, oa 
mean thousands of dollars to you. One is a Booklet of oe aie on” ae Lage By talks were made by C. O. Bailey, Jom 
: . o ersistence. e has so 25, ‘ ! . Nicke »si of 
Bouquets, the other the “Miracle” story. The first is the three months this year and is only a gn Bane ang omnes so 
candid expression of hundreds of Life Insurance men,—Agents, ner. He never knows how he will by an outsider, C. L. Rowe, who is ‘ 
General Agents, Managers, and Executives—concerning the in- es gga hae “ Xt 7 aig fore aoe a member of Dr. John Mott's party, whic! 
: anc doe s not velieve in a stereotypec was in Sioux Falls at the time 
evitably large success of the Columbus Mutual System. The introduction. Joseph Abrahams of the ag ay 
s * 4 : Equitable spoke on visualizing life in- 
other is a reprint from a laudatory article in a well-known maga- an” ws hte ie dee Ge Kalamazoo, Mich.—Marshall Butters 
zine for salesmen, detailing the fascinating history of the Brandon doctor's name in the background, know- | of the H. Wibirt Spence agency of the 
insurance plan. The Columbus Mutual is declared to be the ing that many prospects hate an exami- | Mutual Life of New York at Detroit 
ong: ” : nation. If he sells term policies he goes | was the feature speaker at the big gath- 
Miracle” of Life Insurance. back later and converts them. ering of the Kalamazoo  associatio 
William J. Louprette of the Mutual | Thursday. Mr. Butters, who has talkeé 
Write your name and address on the margin of this adver- Benefit believes in securing results of ' before the national meetings and 
tisement and send to The Columbus Mutual at Columbus, Ohio. 
The booklets will te forwarded to you. If you think of a change, 
here’s your opportunity to get all the distinctive advantages > 
The Columbus Mutual offers. No General Agents or Managers, 
no closed territory. No strings on renewals. IS TO MAKE A SUCCESS 
The Columbus Mutual made fine gains in 1922 and will You can do it with a company that has 
exceed them in 1923. It has passed 40 older companies in total $67,721,828 business in force 
volume and many others in yearly gains. | 12,325,323 in admitted assets 
| 10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 
SEE THE 
CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, Pa eres, INSURANCE COMPANY 
Ea da namMtnoaae s 
ic ers ied, and a’ ically no ex jes. le 
ar selevenece cover elohteca user auiivatioy carvansnd we seapectiully calicls your petecnage. FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy 
THE OTIS HANN COMPANY, Inc. DES MOINES, IOWA 
10 So. LaSalle St. Chicago, Illinois B 









































mited 





Apri 


prom 
ind 

spoke 
sellin 
emph 
of th 


Cle 
presid 
dresse 
Life 1 
in ma 
ident 
and t! 

“Th 
“when 
about 
the ot 
to go 
of ma 
cators, 
vanies 
same 
wonde 
bright 

Elev 


Kans 
associa 
reek, 
in add 
\. Stev 
table I 
was in 
Apri! 
nanage 
range 
iation 
presenc 
the we 
f the 
subject 

Dr, § 
200 mer 
ng Satt 
igtos 
emark'! 
this’ sul 
some le 
irged s' 
opment 
emarke 
roved | 
e usec 





every s 
trom hi: 
The r 
‘ssociati 
the 
‘gency 1 
Des Moi 
ful hints 


Little 

of the 

lanned 

ion at h 
Frank ( 
‘aley an 
t commi 
for the « 
Ittee w 
rand WH 
Scull, Fy 
ttended 
ompanie 
sociation 


Museati 
‘nce und 
‘8sociatio 
revs next 
Winder al 
mittee in 
on and 
YY-laws a 
ett, C. E 
rill provi 

ng, 


Decatur, 
§ plannin: 
press ear] 
ives from 
eld, Peg 
ttend. H, 
resident 
nd M. A. 
he 4associs 
ta Tecen 


Richmon 
ond asso, 
‘On worth 
he Babsor 
‘ pa 
88 broug! 
y Preside: 
Ncheon I 
rticle con 
nce Paper 


UY in ac 


ody brese) 
Qtiment P 
© Stated 

'Ssioner I 
ational 4 
rite a let; 
it the com 













































































19 
7 
=— Lit : 
_ he lp 
DITION the 
E nd 
ANCE nN Bs 
INSURA a he cup OUR 
‘E I) — t Y 
mene u een TO hat 
= tw TY ing th 
t be DU Y? doing life, 
ec l ou E FAMIL é Reon on 
e fal UR FA ke sure sure foun Ts 
tg ings FAI ma e to ae * vohed! 
1 thi der ) anid licy hile mw 
Pit kers c¢ ny ee in or ld a po ie w gedy $ tha 
—= fiohtgnn: ma thr . te poe for end atra thing se ts 
23 — “in afleh ve . es ver ec, a I < ou ply th dbe y ® c 
ee a in 0 special t tim ten : Green ne ty, y Id i wou go 8 
il 12, _ e n atio s nt it € du u i 4 t he i ‘ t il- 
11 th me —" ~»me ‘ fe rl rt Gre sho ris ha t lip tha M 
pnenadions among m squat ettle *“O e S ie th- nd ble at of the li ith a a 
-_ é — ta ura uma gl 8 wer b are. i dea a a pta nsl one d ° e in ith . ing 
“a Mite sneura method inson, ds 7 poy ith mi, rn be sacl dyes 
rominer -4~ th insoa, r oO kes i a in d Pp es h w 
p pror ao 4 me ao ae wo ag ha on tw rst re | cu 54 *4 oug Ss 
_ . ind > oO es the * : tua ‘tan FE, rs f S te gh fi we ou the su ; B wa ur 
firs: i oke o n ’ * si t Mui -velz ne ea Oo ro OU Ss d tw ° t M ly it e . yo 
en retin a ay =o == and Wit B = He + _ mer ah) “Gree to you; 
be or. em he Ne Connecti the eer’ tion, Oo , m fai In, r ° id " In- 
f< : rt Ce eti s ra ria tem te h os Ss th wo ce . n 1 ° 
= on of ~ Po ~~~ pee ont lu rt : en me ts an life. ppe avo Life ; 
1 ci vela of pri 4h in las nce. ison, c 1sso wo ce in m sO) Groa nt ha be k licy, 
: ‘le at A Ss. a li ca dar bir th d ts an in ‘Aan—— pe ° wn 0 r 
— ri er e er: o k n to u a oa t k n “A Re ce) Ss ay re) f po d 
New “sid th rrit at he tte Rot tre y - Gr n c 10 f his t ” n 
sete res d th t , e cr 3 u Ss ° oO m oO a 
anaes Soe tells ase wg of — a beans slip has lion na of need tance” New ne a are 
, - ife | y ad a vad 4 n es Z nis 98 . a . . " 
rane fi Serer itis a = Million saree nd lip. —— ° Well of i "~ he, apis a Rew 
ral rk len ~y 1 ds ds ‘ t blic or-w ed 0 , cen d hin s . fe) y r e rl ° a it 
Ye he Bh i a ¢ » an g00 00 ods for pu ont c the ot as es a t wa he - lion Ppp fo ‘ h t le 1S d 
th ~The Y aie x ne yr Pages u e r P a e is t ‘milli a y t b s n 
rane. Pn a eras aa hav “7 a ae Rooke __ 1S ; ‘ "If © Company “accept ote : least 
t - “y t pas e >y, se ror Le ne Ww. (8) ° 1 $s 
be by sbou gt money. ll w an nd a T t— th p— rs) ce rem an en po f a wa 
fle the ~ — ‘ce a “insura time. red. t no for, ras iety uran rp be mom Life ce oO licy der 
> ana to making 7 Lite on aoe, peel aes —bu red his 8 var een, s you to at k ran po un 
0 , Fanny but a yyw r = — ost: labo e in avor. reat fores e- pay found m th Yor insu e the and s al- 
—~ oe. e- mers ag aa — “ye — — ma a be posed are ed - pool ow! befor killed, h wa his 
s. cae — The reese Jan lann ed t an 7” Id n hers. or insur oO av die lly hic for, , 
ese Gani =o ae oe > a pia em life pen cou f ot ess n, in re s ho identa e, W ied licy 
gee brighter . wo nthly ‘of the I son f, se of hap ich It lessn happe featu eady w cide tur pli a a 
has fy Elev held tw et oe "aoe ly, or, ae s hi u re on, . lrea nt ac fea ap the lip 
> has hela "seasio to poe 7 ed hing fw fa f ca ey ts $a lica as ity fea of he 
or a egular” resident @ day yeney trag ht eo the 0 t th ear loss ha pp e W ni licy ce t 
he lost woclatio a eae aoe roe tc Suc om: are sult Bu r h he ea H dem Pa. fa nd 
as ling Pent the aol oe Yor a ot sso- —s ich re B. . ou ly t ay on ed. | In the let a ” nd 
eec $508 .. a n, New , fc OQ ici as his ses h the r set » al y m ° u b e€ n b € cup t - d fi 
ed — id 1sO N City w.  « rho of r au f w e pa d on bor es 1SS ou 1 ou he “ou n 
ie ape vag | +~e tion for c oO ar wn ha si la lur D ded idd t oO ta 
il a ste ife sa hn ita he tag ion ram me ey oO e cca d fai he lu 1 > t ot en 
‘entra ‘ A. _ n Kans ee yt van ran —_ e SO) th our Ww O an h . dren t inc pa ‘ WIix d n Ag 
ca * table in yy ®. oy ad a our a imes on hat y. ime suc hil : was “t ” an ife 
ed ally as q, ft whe the oo na was tum ce Ww ed ] t ’ c ad ily ¢, i L 
fina Bw ri! ro ts ave yore | tion yn an an SE rag nly Ses ur 1 cas “im rk 
ao ht sht have t elation than pana t yo | oe Hoag 2 Yo 
pol o1 «rangement ol —— arks re eet n we ’s the —o h Ss, ou tha ing fe 
licy nd arrang om the ass emé mo = SS- d ts ood suc tu in y e In hing New 
‘ation 1 of t ative Fe athens —_ an ha eg lly ffec ing i n t 
od tonal re o Cit tive Sse — in ance d t ad a 99 a en. hing ° to me ra a 
preser ‘Ifa ‘apprecia aioe ferret ssura on an be m usu. ° ildr t jus so d fo il. e 
” Ks P a at refe > in eas at t lip’ hi t u 
nthly othe of ronson a He of a poe He we hard non and their . oe yo ily? aa about ay, 
no last ” bjec eee w on. : os so ed yn. vel- be cu ly, im Oo ) am t a Ww 
ion dis- “— n an , pa sores, Ger lly ixt imate ost to for? r f hat ou a 
for his men wear pr he expe oc the enta p- “tw ltim he m ere ish you : t Oo 
to OE 9 satu ling at e ater for mee “ . u ° t Ww 1S of ity Br 
a own ane - selli th b la g in ager not d, 1s es Ww c 
saan 8g stn ing What it vould 4 ic ~~ 346 t 
side at she-nena ) h ic to wd in aint tio e — 
Sic tha : "tome at mee rai rai luc If wo t at t b J 2 en A Oo 
ad 1es ll systema whet of — "aa he ife>? hat be gre > no an sid I AG 
— ae + ~r Noten Ss ing of a lif h, w it not the ld it p Pre ER IC 
ew rise Irs nt 1 me th r le ett ing hear By 1S ld . be ou m = 
nw efi opme ket the > Oo sg eeti of ‘Hake Ww u Id W Co ue A - 
nbenet ae - Ko dance ~. om = a wou ou? ce GSLE F ret 
> “oa p> Ei end: red a 
eh = 5 erry befall aso aan O — mr 
ee f “oes “regular sag ae oo ae Ss - O. $41, 37, 
mS r sree p re n a oh rt de rbjec izatio cou Ld n IN C 5,1 56 
rt é nomen pea r ieave ’ panizi —— fe W E 5,7 
cost ' ar eee = _ ete k Li DAR NC . 4,06 ’ y- 
x ’ - siolnen how oe 1. Cont J. Yor R A ° Comp 
= tho a a of iret, J — w U . th the 
rae th ful Rock, noting of Dur f officers Ne IN. ° wi tates 
jue vhs — ¥ 9 or - an on all ieee E 1922 , . direct ns 
beng the art ; mination of of F. IF . me iftee 
nominees mage ste sisting agents L DEC. 31, " na nd Dulu in Fifi 
1e “Vic tio on 7 P. ns é "e § : 
' se! ar ace ne year aa as- ITY CE . nizatio Paul a ers 
aoa H. “represen % R FOR Orga lis, St. atanag N 
— A ce e oo a c life re} g 10. . U t : e 
meetin mittee aoe es — SE N seonaae _ atte "Mien nies A 
tes mi V yi ty- o om, < ife 4 “ G 
Prem = a them at noon eae eames toro Policyhol oe grt HI ritory 
~y the Se lec “ be oa onl rege lec “ nt ° ° c a cS r . 
ae wanes, 9 shea com = re aS caaee Gener MI agg vege 
n. ome ociatio a forn —— ante men — for F — i 
we Me * Bs tine, vrite rill A. ar a = Pay Ge s d rig. 
side talk sen lerw d w Ss. lass ow tio Sin sive 7 8g for he 
o a tall Mu v¢ an pug né itu c. son lu m d E t 
rho. is 3 octation week. are _ Open sisi T cract for A 
= W ASSOC raed 7. ge ae a _ hte m Presi T Con ady tary - 
y, — rand r m ses oe ice- S ? e 
a =. ‘he oe “ cons paces is re seer Company 
ers hittee Ww e lz a ‘ia - ci . 
vot te we a =s ‘nies con” i TH eral ichigan i dent om nce 
wv oO oit 'y-la “y E. § * ré ales n * Presi 
aa bet, rrovide t ‘ pas Address : a M peo sur 
soclate will y at Eby eo direc State =v ife In 
_ _ * Bing. oe nt y bet ingt is, V ion, ILA 1 
on mera al ag A associat = A the TCM n L 
x ney a resident in RNES . gto 
— Sm from ‘io E. — is, oe sp E hin 
ives ‘Henry 3 + oe & ich- as 
’ e — W 
a. Seison, 8. ting: m ihe vee e 
ide e . 
“7 tation ¢ -- Cin wa on on of org 
nd ssoci loc * mb dee oaition Ge N 
“ come autos ie TO 
— 
ta ond, ba serious = oes RLE: 
od aso of ~ dy CHA 
nond se ~_ to at y re yc 
eee kaws an porn President 
aoe = heehee ~ B. ‘hich oo dies , 
om ie ca a by me oe od whole. Se 
ses tributed ~—— ‘adopted “com- aaron 
a vp: ‘won was ton 4 — ge on 
eek Sith ot est, 
n ile o nt t ha req e orot ot 
lly pres¢ if a the ys a n 
ody ent “that at to son it b 
pol ene Bab ght 
; u 
sioner tert yner tho 
y. — meen € 
Sec rite comr 
it the 

















20 THE 


NATIONAL UNDERWRITER 


1923 


April 12, 














We are now offering our 


_ “Complete Protection Policy’’ 
— that is — 
ORDINARY LIFE .. IF YOU DIE 
20 PAY LIFE .... IF YOU LIVE 
jis 


KANSAS, MISSOURI 
and ARKANSAS 
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GOLDEN RULE AGENCY CONTRACT 

















Con‘ . 
by ane and Copyrighted 


LOUIS A. BOLI, Jr. 


Agency Director 


Full information about our Agency 
Policies can be secured 
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Mr. Life Insurance Agent: 


Do liberal first year commissions mean 
anything to youP 

Do non-forfeitable renewals mean any- 
thing to youP 

Does a Home Office contract mean any- 
thing to youP 

Does close co-operation and assistance 
mean anything to youP 


Are you getting what is coming to you 
in this wayP 

Do your family and you receive just com- 
pensation for your labors? 

Are you desirous of a connection that 
will enable you to do this? 

Can you show a clean record and are you 
interestedP 


Territory in 
Missouri, Illinois, Louisiana, Arkansas and 
Kansas 


Address D-73 


Care The National Underwriter 

















to dignify the matter with a formal pro- | 
test. At the same time he made it clear 
to Mr. Levy that he regarded the prac- | 
tice suggested by Babson as twisting, 
pure and simple. He believed that the 
less notice is taken of the Babson idea, 
the sooner it will die a natural death. 
* * x* 

Baltimore, Md.—The Baltimore associ- 
ation held its regular monthly meeting 
and dinner this week with more than 
150 members present. 

Oliver H. Thurman of the Mutual 
Benefit Life made the principal address. 
taking as his subject “Methods of Con- 
ducting the Interview.” Percy H. Papps, 
mathematician of the Mutual Benefit 
Life, also spoke. Twelve members took 
part in the open forum which followed, 
each giving an outline of “One of My 
Best Interviews.” 

* * * 

Mason City, Ia.—The Mason City Dis- 
trict association held its monthly meet- 
ing last week, with Major C. B. Robins, 
president of the Cedar Rapids Life and 
state commander of the American Le- 
gion, as the principal speaker. Among 
the guests was Hanford MacNider, na- 
tional commander of the American Le- 
gion. 





* * * 
Lincoln, Neb.—While no formal action 
was taken by the Lincoln association at 





their April meeting, the discussion of the 
special question set for the day disclosed 


the unanimous opinion that Roger W. 
Babson had entered upon dangerous an 


unsafe ground when he advised sub- 
scribers to his business service with 
respect to life insurance. 

H. J. Kirschstein, superintendent of 


agents for the Midwest, said the advic: 
of Mr, Babson was poor counsel to big 
business men, as it would lead them into 
the hands of twisters, with the usual! 
bad results to themselves and profits to 
twisters. No doubt could exist that he 
had dealt unfairly with the legal reserve 
companies in his advice with respect 
to cashing in on paid-up policies and 
using the income to buy ordinary life. 
He thought Mr. Babson ought to be 
smoked out on the general proposition, 
and how he came to say what he did 
and why he said it. 

M. L. Palmer said that one element in 
the proposition had not been touched 
upon. He took the ground that in the 
end the business @vould benefit by the 
fact that Babson opened up a field in 
which arguments were all on the side 
of the legal reserve companies. 

Oak E. Davis of the Security Mutual 
said Mr. Babson had merely fallen into 
the error that many men are guilty of 
when they think their success in their 
own chosen line qualifies them to make 
sound investments or give good advice 
in other lines. He said that 90 percent 
of the business is now being written by 
legal reserve companies. 
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NEWS OF THE PRUDENTIAL 


Some Successful Men in the Ranks 
Have Been Advanced—Notable An- 
niversaries Celebrated 


James Aspinall, assistant superintend- 
ent of the Prudential and his staff of the 
Parsons, Kan., district, have been doing 
fine work in the writing of ordinary busi- 
ness. This has enabled them to lead 
the assistancy staff of Division L. 

Assistant Superintendent Howard B. 
Baker of Philadelphia No. 11, and Agent 
Albert V. Farnath of Camden, N. J., re- 
cently passed their twenty-fifth anniver- 








saries in the service of the company. 
Superintendent Joseph F. Drasal, who 
rounded out twenty-five years’ contin- 
vous service with the company March 12, 
will be tendered a dinner in his honor 


to celebrate the occasion on April 26. 
Agent William H. Gatesman of Ro- 
chester No. 2, N. Y., district, began 


service Jan. 7, 1909. He is controlling a 
debit of over $400.00. The arrears on his 
debit are less than 3 percent and the 
advance payments are well over 225 per- 
cent. In addition to this his industrial 
and ordinary production is of a very 
satisfactory nature. 

March 24 was a very eventful occasion 
in the Prudential life of Superintendent 
A. E. Boissonnault of the Montreal No. 2 
district... The company tendered him and 
his staff a dinner at Montreal in recog- 
nition of the superintendent’s twenty- 
fifth anniversary of continuous service. 
The home office was represented by G. 
W. Munsick, second vice-president and 
field supervisor; E. J. MacIver, assistant 
secretary, and C. G. Lanning, division 
manager. 

Agent Herman B. Solloway of the 
Cleveland No. 3 is promoted to the posi- 
tion of assistant superintendent. 

Promotion to assistant superintendent 
has been awarded to Agent Oscar H. 
Jaco, of Memphis, Tenn., district. 

Agent Ciamile N. Belsome, of New 
Orleans, La., district, is also advanced to 
assistant superintendent. 

George L. Sanberg of Salt Lake City, 
Utah, is promoted to an assistant super- 
intendency in that district. As an agent, 
Mr. Sandberg was one of the district’s 
leaders. 

Superintendent Raleigh C. Webber 
tendered a dinner to his staff and fellow 
Prudential superintendents of Chicago, 
to commemorate completion of 20 years 
of continuous service, which qualified 
him for entry into class D of the Pru- 
dential Old Guard. The services of Mr. 
Webber date from March 24, 1903, as 
agent at Vincennes, Ind. He was pro- 
moted to assistant Dec. 7 of same year, 
and his superintendency career dates 
from December 6, 1909. 

A great deal of credit is due Agent G. 
F. Murphy of the Springfitld, Mass., dis- 
trict, in placing his debit in a condition 
whereby no gross arrears are shown, 


Prudential recently added to its assis- 
tancy staff two life insurance men ir 
the persons of Lawrence McDermott and 
Fred Styles, both of whom had previous 
assistancy experience at Denver, Colo 
and Hamilton, Ont., respectively. Thess 
men have proved themselves well quali- 
fied as leaders. 

Superintendent D. E. Wilson of Port- 
land, Ore., has recently been presented 
with a bronze merit button, which rep- 
resents a personal writing of $50,000 or 
more for the year. 

Agent De M. Doran, of Los Angeles ° 
Cal. district, has the honor of being th 
leader in ordinary production in Divisio 
Q, while Agent J. C. Saderup and F, Arzt 
Jr., both of the Pasadena, Cal., district 
and Agent H. A. Tharp of the Los Ange- 
les 2, Cal. district, are close competitors 
for first place as they follow in the order 


named. It is an interesting fact that 
each of those named possesses thr 
bronze merit button in recognition of 
their examplary work in ordinary. 


JOHN HANCOCK CHANGES MADE 


Number of Promotions and Transfers 
Are Announced Involving Men in 
the Industrial Ranks 


The following have been promoted bY 
the John Hancock Mutual from the ra! 
of agents to assistants in the districts of 
their service: 

Theodore Zimmerman, Chicago Il 
William Ferris, Pittsburgh II; James H 
Holt, Fall River, Mass.; Floyd B. Yarget 
Toledo, O.; Joseph A. McCullough, T% 
ledo, O.; Arthur A. Geer, River Point 
Clarence L. Cooper, Bayonne; Edward ‘ 
Brown, Cleveland I; Joe Hanen, Dayto- 
O.; Herbert Schortman, assistant-at 
large, Roxbury. 

The following are promoted or tran’ 
ferred: Walenty J. Kendzierski, from 
agent at Cleveland I to assistancy * 
Cleveland III; Arthur C. Whitmore 4m? 
Peter F. Terry, from agents at Salem. 
Mass., to assistant superintendents * 
Manchester; Fred A. Gorsuch, from a& < 
at Toledo to assistancy at Indianapolis 
Alfred B. Slagle, from agent at Dayto! 
O., to assistant superintendent at Indiat- 
apolis; Louis Schwarb and Vendel . 
Slimak, from agents at Syracuse, %- * 


to assistancies at Binghamton, N. ¥ - 
Assistants transferred are Isa S 
Cooper, fre 


Kleinman and Benjamin 
Cleveland I to Cleveland 
Silver, from Cleveland I to Indiana 
Hugo W. Schwarz, from Toledo te I 
dianapolis. 

Other changes are: 
from assistant-at-large to 
Cleveland I; Eugene F. Raith, . 
ier at Chicago I to same capacity © 
Cleveland II; Edward P. Whelan, _ 
(training cashier) Chicago II to ~~" 
ship at Chicago I; Hale H. Biddle, f°" 


III; James FR 
polis 


Thomas Rober 
assistancy * 
from cash 

at 





The Pasadena, Cal., district of the 


iti al 
cashier at Toledo to same position 
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1925 te ecling 
— Indianapolis; Jane E. Levis, from clerk 
pr W. to cashier at Toledo; Wilfrid E. Potvin, 
is and from cashier at Pittsfield, Mass. to 


. 
sub- cashier at Manchester; Robert G. Pain- 9 
with ter, from assistant cashier at Schenec- e ose oO e ay ee oO] 
tady, N. Y., to cashier at Binghamton, 
nt of N. Y.; Alfred Merk, from assistant 
advic: cashier at Cleveland II to cashier at - . . 
to big | Cleveland III. HEN you begin to figure up yourearn- All this and more we constantly strive to 


m into The John Hancock Mutual has opened 





qusual | two new weekly premiums offices in ings and recall the several reasons for give our agents. This coupled with good 

S$ to p. sota, ¢ 3 eapolis and St. Paul. “ . . ° ° ° » 
nat he These are the first weekly premium of- | failures during the past year, you then more policy contracts and liberal commissions, 18 
eserve fices established in Minnesota. ° . . . . . . 
espect | Superintendent James Quinn, who has than any other time keenly realize the im- an incentive which should interest any am- 
s ane nad charge o istrict No. 2 in Detroit, . *.* . 
y life. | and has been in the service of the com- portance of a helpful constructive home bitious agent who wishes to make the most 
to be pany for a long time, has been promoted . ° . . . 
sition, | to be superintendent of the new office office service that trains you to overcome of his salesmanship efforts. 
he did at Minneapolis. The headquarters will ° 

be at 100 North 7th street. Thomas C. such failures. 
lent in Glynn, who has been assistant superin- 
puched tendent at Chicago No. 4, will be the 
in the new superintendent in St. Paul, with One of the vital elements which makes your 
by the offices in the Commerce building, Fourth i s 
jeld in f and Wabasha streets. day profitable is a harmonious working 
ie side To fill the vacancy at Detroit, A. Stan- Fe " a - 
ley Woodworth, who has been with the arrangement with home office officials and We would like to hear from several 

Mutual company for many years in different ca- di A <i sl 4 f - 
on into pacities, is promoted from assistant su- rect co-o gen "= ood i posi ions 
ilty of perintendent in Philadelphia No, 2 to be Se t perative eperit ae s a <r important field t 
a their superintendent of Detroit No. 2. 
, make The company is promoting Quinlan J. 
advice Shea of the Fall River agency to the 


Aeeh BL gesition of cashier at the Glens Fal: || Tiater.«Southern Life Insurance Com any 
position of training cashier at Fall River. JAMES R. DUFFIN, President LOUISVILLE, K 


National’s Big Ordinary Campaign 
A notable achievement was made by 
the agents of the National Life & Acci- 
a dent of Tennessee in the 30 day cam- 
paign for ordinary business which just 




















assis- closed. The men on the debit wrote 
men i practically $4,000,000 in ordinary business 
ott and in the 36 days. This indicates what can 
revious be done by massing the forces of a great 
*, Colo organization like that of the Tennessee 

These National and shows that the ordinary 
1 quali- department of this company is rapidly 

attaining large proportions. The com- 

f Port. pany officials announce that another 
vesentet campaign will soon be launched and $6,- 
ich rep- 000,000 will be set as the goal of the 
0,000 oF next effort, 

ay Public Savings News 
ing the 
Division The Public Savings announces the fol- 
F, Arzt lowng transfer and promotions: E. A. 
district Pinaire appointed superintendent § at 
s Ange- Louisville, Ky.; Agent W. R. Blackburn 
petitors of Gas City promoted to superintendent 
he order at Lafayette, Ind.; Manager A. Miroff 
ict that of Indianapolis North transferred to In- 
ses the dianapolis South; Philip Becker ap- 
ition of pointed manager of Indianapolis North; 
ry. W. B. Lindsey appointed superintendent 


at Hammond, Ind.; Superintendent J. M. 
Niemiec of Hammond, Ind., transferred 
MADE ‘fo East Chicago, Ind.; Superintendent 
C. S. Weaver and staff of Indianapolis 
North transferred to Indianapolis South. 
ransfers Manager D. Tow, Superintendent M. M. 





CENTRAL 








en in Lanum and Agent W. D. Sherfick, all of 
Indianapolis West, are the field leaders 
in industrial increase for the first quar- 
ter of this year. Manager J. W. Miller 
of Gary, Superintendent A. J. Mazure of 
roted bY East Chicago and Agent E. Labas of East 
the rank Chicago are leaders in ordinary increase 
stricts of for the same period. 

The industrial increase in the first 
go ill (uarter of this year is 230 percent over 
ames H that of the same period of last year and 
Yarger the ordinary increase 113 percent. 
igh, T° cieiaeiees 
; aac Travelers Baseball Contest 
we 
Dayto! The Omaha branch office of the Trav- 
stant-at tlers will be “league” headquarters for nsurance O 

13 weeks beginning April 2, during & 
wr trans: which it will receive wire reports each 
<i, from ey and full reports by mail each 
rancy 2 uesday and bulletin all results to the 


“teams” in the “league” on the scores 


. Sam ff °t,the weekly: games. INDIANAPOLIS, IND. 


“teams” in the “league” are the 


lents at 19 branch “ ° 

arent ‘Ss bre offices of the company in the 
eapell ‘entral west—-Kansas City, St. Louis, E S t a b 1S h e€ d l 8 9 9 
 paytol Sioux City, Dallas, Minneapolis, Okla- 


t Indiat- homa City, St. Paul, Omaha, Duluth, Den- 
J Yer, Billings and Des Moines. “Teams? 


endel - h 
y & Yl preanaane enevaes, °0 8, Caste Of, $058 HERBERT M. WOOLLEN 
re, Ns Production and each paid $200 of life 7 - 


aes Premiums, eac} $100 of accident business 
Isad and each pany of tn bs pc A nagar PRESIDENT 





0! . 
er, > R ‘ount a “run.” The “Schedule” provides 
eos matched games” between alternating 
anaP we teams” each week with a loving cup to 
soe: Presented the winners of the “series” 
ie ’y Assistant Superintendent of Agencies 
Rober™ Hoover, 
stancy ** 
om —_ cannenmeth S. Farnham who has been 
pacity * the ii of the Staples & Ives agency of 
an, fro Mace M@8Sachusetts Mutual at Boston, 
cashie™ leged’ (uS@PPeared last week. He is al- 
die, from © have left behind a shortage in 


lS accounts of about $20,000. 
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Satisfaction 


There is a sense of satisfaction in repre- 
senting a Company which has long been 
known as the ‘“Policyholders’ Company” 
because of satisfactory service to its mem- 
bers for a period of seventy-eight years. 


THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 
Organized 1845 


Newark, N. J. 


ALWAYS PURELY MUTUAL 











@ One half of the Nation's butter is pro- 
duced in Wisconsin and Minnesota— 
that’s our territory. Spread the bread 
of your efforts with the butter of op- 
portunity which this truly prosperous 
section affords. 


Nati 


eonal 






nsurance Company 
Home Office, Madison, Wis. 


High pressure agents 
will not be attracted to our 
Square Deal Contract. 
It isn’t built to attract them. 


& 




















PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 








We Help Our Salesmen 





Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 

















PROGRAM FOR CHICAGO 
CONVENTION LINED UP 


(CONTINUED FROM PAGE 1) 


not more; and how few times, if ever, 
are we told that the insurance is too 
much? 

How much more insurance could we 
write by increasing the average policy 
sold? 

THE NEED OF LIFE INSURANCE FOR 
BEQUESTS 

Where now one person leaves an 
estate of sufficient available and con- 
vertible capital to provide bequests, 
there are many charitably inclined who 
would like to leave money to some cause 
but do not because of difficulties in pro- 
viding the funds from their estates. Life 
insurance meets this. difficulty by 
providing the desired capital for a com- 
paratively small annual payment—gen- 
erally far less than interest—during life- 
time. Money to furnish such a bequest 
can be thus provided without diminish- 
ing the remainder of the estate or forc- 
ing liquidation of assets at a loss. 

Life insurance is payable at once and 
in cash, while many bequests are not 
available for years after death, during 
which time the charities are deprived of 
principal and income. 

It saves interest, taxes, and expenses. 

Federal and other forms of taxation 
emphasize the advantage of using life 
insurance for bequests. Premiums paid 
on a life insurance policy are allowable 
deductions from gross income when the 
beneficiary is a charitable corporation 
exempt from tax, provided the sum of 
the annual premiums plus other allow- 
ance charitable contributions does not 
exceed 15 percent of the taxpayer’s net 
income. 

Life 
tain. 

It avoids the making or changing of 
wills. 

Life insurance bequests are not con- 
testable. 

They are not so likely to be with- 
drawn as if willed to the beneficiaries. 

A policy payable absolutely to a char- 
ity gradually acquires an _ increasing 
cash value. If desired, in case of giv- 
er’s failure to maintain it, the bene- 
ficiary may keep up the policy, often 
without cost, by taking extended or 
paid-up insurance, or by borrowing 
upon it. 

Such insurance enables the donor to 
leave something worth while to his pet 
charity, which he might feel he could 
not otherwise provide at death. 

It does not entail burdensome obli- 
gations upon the recipient, but is a 
clean, clear, cash asset. 

Agents of insurance companies can 
frequently be utilized in such promotion 
of charitable causes, partially relieving 
busy directors and trustees of such in- 
stitutions. 

lf policies are taken upon the endow- 
mcnt plan, the money will certainly 
become the property of the donee at a 
fixed time. 

RECRUITING OF AGENTS 


It is obvious that the first step in 
building up an agency is to get agents 
and that the first step of this problem is 
where to look for them—from what 
occupations; with what educational or 
previous training; what ages, social and 
educational conditions. Prospecting for 
agents is as important in building up an 
agency as securing prospects is essen- 
tial in life underwriting. 

In the last few years, valuable study 
of the subject has been made and cer- 
tain definite conclusions have been 
reached. Other indications are becom- 
ing more clearly indicative of classes 
of possible agents who are desirable or 
not desirable, and methods of determin- 
ing these qualifications. This will be 
the first of a series of discussions of 
agency building, the first two sessions 
of which are outlined for this conven- 
tion and the remaining sessions of 


insurance makes bequests cer- 


which are suggested at the end of the 
program for the conventions of coming 
years, 

Nothing seems a greater difficulty to 





the novice than how to keep supplied 
with prospects, and no problem is eas- 
ier to the experienced agent. It is one 
of the difficulties that fades away most 
rapidly—particularly, with the trained 
agent whose problem is how to get to 
see the number of people that he finds 
needing insurance instead of the per- 
sons who need it. 

Cultivating the attitude of considering 
all persons with whom one comes in 
contact as to whether or not they have 
needs unsupplied with life insurance 
becomes second nature to the trained 
life underwriters. 

There are, moreover, different sources 
from which an unlimited number of 
prospects can be secured— 


1. Old policyholders. 
2. Newspaper notices— 
Of marriages 
Of deaths 
Of engagements 
Of mortgages placed 
Of sales of property 
Of business changes and pro- 
motions 
3. Directories of 
Doctors and dentists 
Nurses 
Lawyers 
Other professional 
women 
Teachers’ lists 
There is the considering of certain 
classes of persons as to whether they 
have needs unsupplied by adequate life 
insurance—such as one’s 
Social friends 
Fellow club or lodge members 
Fellow church members 
Relatives of our applicants and 
policyholders 
5. Members of relatives’ families 
6. Employes 
7. Persons one is interested in 
How best to use these sources will be 
discussed at this session. 
Many successful salesmen, 
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The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 











THE 
UNITED STATES LIFE 
INSURANCE COMPANY 


In the City of New York 
Organized 1850 Non-Participating Policies Only 
Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


05-107 Fifth Avenue New York City 





a 


THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. a 
Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square Philadelphia 
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larly on large cases, devote as much 
study and consideration to the approach 
as to the selling talk itself, in the belief 
that a selling talk, successfully launched, 
means a sale half made. Just as a law- 
yer devotes much time to the consider- 
ation of a case before his argument in 
court, or a physician to a diagnosis of 
his patient before treatment, so in an 
especially important case preparation is 
often the difference between a battle 
won and a battle lost. 

An agent knew that a wealthy man in 
his town badly needed life insurance 
but would never give the matter proper 
consideration. He prepared a talk, 
went over it carefully and decided that 
it would take an hour to present it 
properly. Realizing that he could never 
get an hour of this busy man’s atten- 
tion, he cut his talk down to 30 minutes, 
20 minutes, 15 minutes, and finally to 
five minutes—but insured the man for 
$500,000, succeeding in five minutes 
where in an hour he would have failed. 

Another agent went to Detroit with 
the express purpose of insuring the 
president of a large automobile com- 
pany, with whom others had failed. He 
spent two weeks in preparing the case— 
but insured the man for $500,000. 


INCREASING THE VARIETY OF 
POLICY FORMS USED 


Notwithstanding the large and in- 
creasing variety of policies given in 
our rate books, most agents sell a large 
percentage, in some cases almost all, of 
their business upon some few plans— 
ordinary life, 20-payment life, 20-year 
endowment, and perhaps term. The 
same agent that feels strongly the fail- 
ure of his company to issue a policy 
offered by some other company does 
not use nine-tenths of the policies that 
are already in his rate book. Obviously 
the ordinary life, 20-payment life and 
20-year endowment policies no more 
suit all applicants than three remedies 
used almost exclusively by a physician 
for all his patients, suit them. In sell- 
ing insurance to fit needs, the appro- 
priate policy should be used just as 
much as the appropriate remedy, after 
a proper diagnosis, is used by the phy- 
sician. 

_ There are cases where some one pol- 
ity should not only be presented but 
can be most easily sold. Many agents 
are entirely unfamiliar, for example, 
with annuities or joint life policies, that 
can be sold where some other policy is 
neither practicable mor appropriate. 
Endowment policies sold in series, old 
age annuities to persons perhaps unin- 
surable, even single payment policies, 
are often appropriate and desirable, yet 
never presented by the ordinary agent. 
Policies are like medicines in a doctor’s 
it or goods in a well-stocked store— 
some rarely called for are badly needed 
i particular cases. 

_ An agent was unable to sell an annu- 
ity toa woman of means because of her 
interest in a niece and particularly be- 
Cause of the niece’s objection to her 
relatives sinking a large part of her prin- 
cipal in an annuity that would cease at 
her death. The suggestion of a joint 
annuity on both lives immediately won 
the approval of both the aunt and the 
niece and resulted in a $20,000 sale. 

Another illustration: An agent sold 
to a wealthy man, for his 16-year-old 
Son, a series of ten policies upon the 
following plans: 

$ 5,000 10-payment life. 
5,000 10-year endowment. 
5,000 15-payment life. 
5,000 15-year endowment. 
5,000 20-payment life. 
5,000 20-year endowment. 
5,000 25-payment life. 
5,000 25-year endowment. 
5,000 30-payment life. 
5,000 30-year endowment. 


_ 


$50,000 e 


Pp RULARIZATION AND MAIL CAM- 
NS OF SECURING PROSPECTS 
—SUCCESSFULLY CONDUCTING 

. ADVERTISING CAMPAIGNS 

x. _ are carefully prepared forms 

tain ks aantotion of life insurance of cer- 

pond - of policy as well as for per- 
of certain occupations that are 


available to the agent. These are not 
only valuable as tried methods of pre- 
senting insurance but as saving the time 
of agents in preparing such material. 

There are excellent forms of circular 
letters, and series of letters and adver- 
tisements which have been used with 
success to secure prospects and to write 
business. 

Also, there are unique forms of adver- 
tisements of sufficient merit to be worth 
presenting to this convention as adver- 
tisements that have been used success- 
fully. Their use will be explained dur- 
ing the closing hour of this session, 


HOW TO START THE NEW AGENT 


It has only been in the last few years 
that any standardized methods of giv- 
ing the new agent a start have been 
adopted even by any company, and only 
during that time, and not yet univer- 
sally, that the importance of giving the 
new agent a start has been adequately 
considered. A large proportion of per- 
sons attending this convention probably 
were started by being given some circu- 
lars and a rate book, after a talk of from 
a few minutes to an hour or so, and then 
sent out to “swim for themselves.” <A 
large percentage of those thus started, 
even though fitted for the business and 
desiring to enter it, quickly and natu- 
rally became discouraged at their failure. 
and in a few days, weeks or months left 
the business in which success was diffi- 
cult, humiliated at the public’s attitude 
toward them; their failure being due not 
to life insurance but to their lack of in- 
formation, experience and training. 

A report given to the association will 
show the rapid growth of the recogni- 
tion of the necessity for some training, 
so absolutely essential if life insurance 
is to be considered a profession. As we 
do not send out to practice on the public 
physicians, dentists, lawyers, teachers, 
clergymen, engineers and trained nurses, 
we cannot expect insurance men and 
women to be considered professional if 
they are sent out upon important work, 
requiring so much training and informa- 
tion, without the proper start. 
SECURING AND MAINTAINING THE 

COOPERATION OF OLD POLICY- 

HOLDERS, THEIR BUSINESS 
AND INFLUENCE 

Few sources of business are so poten- 
tia! of new business and so little used 
as our old policyholders, The average 
successful agents, with some gratifying 
exceptions, would be astonished to learn 
of the amount of new insurance that 
from or through his neglected policy- 
holders goes unnecessarily to other 





24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
924.33 for loss of time from injuries or illness are still adding reg to 
their life insurance 


. These 
to avail himself of a cordial introduction 
provide the claimant himself with the additional life 
to take sometime. 


We can use more good men to help deliver the 27,000 claim drafts we 
will issué during 1923. If you want to make MORE MONEY a letter with 
satisfactory references will bring you full e 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President KANSAS CITY, MISSOURI 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 








Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 











Acacia Mutual Life Association 


Insurance Issued in 1922....... Paid for Ber soned $ 39,898,050 
in in Insurance in Force... .. ee  Roesees 21,462,805 
Insurance in Force 12-31-22..( “ ©. Dicsese 122,685,100 
20 PENS LESSER LPO OT RE ET 6,828,345 
IND ED IOBTER, on0cnsveseccccsesseseegescencesoess 2,214,850 
BOUND ERIE cccccccccccccsccscenccesensescocs 431, 


PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 
A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 














AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT «*° MONTHLY INCOME INSURANCE 


LATEST POLICIES AND AGENCY CONTRACT Bi'Ua7.\He 
Openings OHIO, IND., KY.. MICH. and W. VA. Write Columbus 


“SAFE 





SEE—> 








| A text book for beginners, a review book for experienced men, a book that every life insurance man should 
' have—Jacob A. Jackson's ‘‘Easy Lessons in Life Insurance." $1.59, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago 











The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. 
tained through a permanent connection. 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President 


Permanent success can only be at- 
The companies that stay are the companies 


John W. Dragoo, 
MUNCIE, 


Secretary Harry 
INDIANA 








EDMUND P. MELSON, President 





Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
J. DE WITT MILLS, Secretary 
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+Ty HE Chicago National 
Set) Life Insurance Com- 
S| pany has special in- 
EZZ ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of 1200 stockhold- 
ers in both States. 





Five thousand leads received last 
month from our stockholders. 


Chicago National Gnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 




















Agency sopartnnitios in the following States: Missouri, Kansas, 
Texas, Oklahoma, Illinois, Minnesota, Ohio and West Virginia. 
Additional States will be opened for the right producer. 


EARN AND LEARN 


LEARN through our Agency Correspondence Course 

.EARN through our LIBERAL agency contracts 

SELECT your own territory 

REDUCE your rejections through our Sub-Standard arrange- 


ments. 
FINANCE yourself, or we will. 
Get busy al once. Write 
FRANK W. ENGEL, Agency Manager 


American National Assurance Company 


3719 Washington Avenue 
St. Louis, Mo. 
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agents or, still worse, is not written 
at all. 

Service to old policyholders is not 
only a duty but, properly handled, is the 
most profitable use of an agent’s time. 
It brings new business and maintains 
old. Where business does not come di- 
rectly, constant service to a policyholder 
attaches him to his insurance represen- 
tative and brings him to mind when new 
insurance is being taken and there is 
obviously no better time either to pre- 
sent the need of more insurance or, bet- 4 
ter yet, to secure a policyholder’s influ- 
ence with new prospects, than when 
rendering him a service. 

Even abstracting a man’s policies 
often brings out so obvious a need for 
more insurance that securing the appli- 
cation is a simple proposition. 
COOPERATION BETWEEN TRUST COM- 


PANIES AND LIFE INSURANCE 
COMPANIES 


Life insurance is not in conflict but 
in cooperation with other institutions for 
promoting thrift, creating and preserv- 
ing estates. The trust company needs 
your cooperation and, particularly in the 
administration of estates. will encour- 
age, when properly presented, the carry-" 
ing of more life insurance by persons 
making the trust company executor or 
trustee. This insurance payable to a 
trust company is required for such pur- 
poses as: 

(a) In addition to policy payable di- 
rectly to wife and children, ready funds 
to pay current bills and indebtedness. 

(b) To clear the mortgage from the 
home or property. 

(c) In a business firm, to settle with 
the surviving children. 

To pay inheritance and various 
estate taxes. 

(e) To pay various administration ex- 
penses, so that one’s estate may be left 
at par. 

(f) Often life insurance payable to a 
trust company should be left» under a 
trust agreement to be paid to children, 
wife, mother, sister or oth2r persons, 
where discretion should be exercised, 
that is the proper function of a trust 
company. 

(g) Persons often desire to leave life 
insurance for charitable or benevolent 
purposes, through a trust company. 
Making the officers of a trust company 
your cooperators and thus facilitating 
their work by furnishing funds which 
they will administer is obviously service 
of the highest order and is securing as 
your interested assistant, not as your 
antagonist, the valuable influence of such ‘ 
a company. 

* * * 
The program proper is as follows: 
Wednesday Morning, Sept. 5 


A. O. Eliason, President National As- 
sociation of Life Underwriters, presiding. 

Address—“How Adequate Life Insur- 
ance Will Decrease Dependency, Illiter- 
acy, Poverty and Crime.” 

Practical methods of increasing the 
amount of the average policy. 

Demonstration: How to sell policies in 
multiples or divisions of $5,000 units; 
how to sell $2,500 instead of $2,000, $1,250 
instead of $1,000, etc. 

Demonstration: Selling policies with 
even amount of premium when it would 
be larger than an even amount of in- 
surance with an odd premium. 

Demonstration: Ordering out addi- 
tional policies. 

Demonstration: Urging the meeting 
of some specific need larger than amount 
of policy originally contemplated. For 
example—selling farmer who intends 
taking $1,000 policy one for $2,000 in 
order to pay off mortgage for that 
amount. 

Demonstration: Developing an addi- 
tional beneficiary whose needs require 
additional insurance, 

Demonstration: Increasing the insur- 
ance by suggesting monthly income in- 
stead of payment in one sum. 

Demonstration: Selling larger policy 
by suggesting semi-annual or quarterly 
payment, 

Open discussion from floor. 

Additional or alternate subjects for 
demonstration or discussion: 

Bringing insurance to some round or 
even amount to increase policy. 

Adding insurance on wife. 
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really hope to place to raise the amount 
really expected. 

Making it a Joint Life Policy. 

Note: If a banquet is held, it may be 
advisable to have a moving picture show- 
ing: 

1. A typical orphan asylum. 

2, An old-folks’ home. 

3. A charitable organization with 
widows waiting outside. 

4. Children selling newspapers on the 
street. 

5. Child telling teacher he must leave 
school to go to work. 


Wednesday Afternoon 


Address—“Need of More Life Insur- 
ance to Support Charitable, Philanthropic 
and Educational Institutions.” 

Life insurance for bequests. 
Demonstration: How to develop pros- 
pects from the bequest idea—Underwriter 
lands in a strange town and calls on a 
hospital head. 

Demonstration: How to help the coun- 
try church pay off its mortgage. 
Demonstration: How to sell an addi- 
tional policy for his college. 


Demonstration: Getting the college 
class to insure. 
Demonstration: Selling a policy to 


continue one’s annual subscription. 

Demonstration: Selling a policy to 
continue the benefaction of a daughter 
who has died. 

Demonstration: Selling a policy to 
endow a hospital bed. 

Demonstration: Selling a policy to in- 
sure the education of some worthy stu- 
dent, 

Demonstration: Selling a policy to 
insure the carrying on of some inter- 
est—charitable, educational or scientific. 

Demonstration: Selling a policy to 
continue the support of some mission- 
ary, Y. M. C. A. Secretary, etc. 

How to prepare a Life Insurance Be- 
quest Campaign. 

Open discussion from floor. 


Thursday Morning 


(Group Meeting—Agency Building). 

Recruiting of agents. 

Best sources of agency material. 

How to secure prospective candidates 
from those sources.. 

Selling the insurance business to the 
prospective candidate and his wife. 

(Group Meeting) 
Methods of getting prospects from— 
(a) Old policyholders. 
(b) General methods. 

Getting prospects from agents’ old 
policyholders. 

General methods of getting prospects— 
from— 

Social friends. 

Business acquaintances. 

Fellow club or lodge members. 

Fellow alumni. 

Fellow craftsmen. 

Those of same language or race. 

Children of policyholders, 








Wives of policyholders. 

Persons in whom policyholders are in- 
terested, 

Employes. 

“The Pre-Approach,” address by Dr. 
Griffin M. Lovelace. 

“Delivering a Selling Talk,” address by 
Dr. C. J. Rockwell. 


Thursday Afternoon 


(Group meeting.) 
neteasing the Variety of Policy Forms 
se 


Vemonstrations: 

Presentation of— 
Joint Life Annuity. 
Joint Life Policy. 
Endowment sold in series. 
Combination of Limited Payment and 

Endowment Policy. 

Ten-Payment Life Policy. 
Ten-Payment Life Income. 
Fifteen-Year Endowment. 
Annuity to Widow Aged 77. 
Long Endowment Policy. 


Ten-Payment, Twenty-Year Policy. 
Salary Continuance Policy. 
Circularization and Mail Campaigns of 
Securing Prospects — Successfully Con- 
ducting Advertising Campaigns, 
(Group meeting. Agency Building.) 
Importance of Proper Start. 
What Instruction to Give Before Can- 
vassing Is Begun. 
Supervision or Joint Work With New 
Agents. 
Friday Morning 


Securing and Maintaining the Coopera- 
tion of Old Policyholders, Their Busi- 
ness and Influence. 

Demonstration: How making a survey 
of a man’s insurance produces new in- 
surance. 

Demonstration: How the suggestion 
of paying off or reducing loan on in- 
surance suggests new insurance. 

Demonstration: How restoration of a 
lapsed policy, produces a new prospect. 

Demonstration: How the use of birth- 
day notices or birthday cards leads to 
new business. 

Demonstration: How proper settling 
of a death claim leads to new business. 

Demonstration: How changing the 
beneficiary where beneficiary has died 
leads to new business. 

Demonstration: How some service to 
a policyholder other than about his pol- 
icy leads to new business. 

Demonstration: How keeping in con- 
tact with the client’s family — births, 
marriages or deaths—leads to new busi- 
ness. 

Demonstration: How looking after 
premiums on old policies leads to new 
business. 

Open discussion from floor. 

Other Services: 

Attending to loans. 

Changing term policies. 

Changing quarterly or semi-annual 
premiums. 

Securing change of address notices. 

Maintaining general friendly relations. 

These demonstrations by selected com- 
petent agents will show how rendering 
service to old policyholders naturally 
evokes new prospects and needs, re- 
sulting in new business. 


Friday Afternoon 


Address: Cooperation Between Trust 
Companies and Life Insurance Compa- 
nies. . 

Joint Life Insurance and Trust Com- 
pany Service. 

Presentations: 

Leaving insurance payable to trust 
company to furnish funds to pay ex- 
penses in the liquidation of estates. 

Life insurance payable through a trust 
company to liquidate mortgage. 

Life insurance payable through a trust 
company with trust agreement to settle 
up business with partner or partners. 

Life insurance to pay inheritance, 
transfer and income taxes. 

Life insurance under trust agreement 
to provide education of children. 

Life insurance under trust agreement 
to continue provision for bequests. 


Tenative Agency Building Program 1924 


Morning 
Training of Agents 
Preliminary Training Requirements. 
2. Training Offered or Required First 
Six Months. 
3. Coaching and Instruction of Agents 
After Preliminary Training. 
4. Supervision of Agents After First 
Year. 


a 


Afternoon 
Developing Agents 
1. Encouraging Attendance at Sales- 
manship Schools, Correspondence 
Courses and Other Agents’ Service 
Courses. 
House Organs, Company and Agency 
Bulletins. 
3. Agency and Company Meetings — 
Daily, Weekly, Monthly, Annual or 
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Are You Stunting 
Your Business ? 





Rejected applicants stunt the growth of any Life Insurance 
agency. They increase costs and lower production. 


Such prospects are readily interested and sold—if you have a 
policy to meet their needs. Medical Life writes such a policy. 


Check back over your lost sales—those rejected applicants. 
See to what extent they have stunted your agency growth. 
Then write Medical Life for particulars about its Sub-standard 
policy. 
Medical Life agents also sell Standard 
policies and our popular Child’s Endowment 
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A New York Life Insurance Company 
Offers an attractive manager's contract for HARRISBURG and SOUTH- 
ERN PENNSYLVANIA in which territory the Company is not represented. 
Agents receive cooperation at all times, they are assisted with prospect 
service plans, $100,000 and $200,000 Clubs, attractive literature, up to date 
policy contracts, and quick action on applications. 

A Home Office official will be glad to talk with you about a practical 
method of developing a successful agency. 
All negotiations strictly confidential. 

Address Success, D-70 Care The National Underwriter. 
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The Band Wagon 


Recognizing the outstanding 
money making opportunities of 
Provident Policies and Provident 
Service, ninety two agents have 
joined the Provident organization 
since the first of the year. 

In one mail alone we had twenty- 
five applications for agencies. 


Better Reserve Your Seat Now 


Is Filling Up 




















— -. — 
Agency Opening In 
ALABAMA MISSOURI 
ARKANS, N. CAROLINA 
FLORIDA S. CAROLINA 
GEORGIA OHIO 
ILLINOIS PENNSYLVANIA 
INDIANA TENNESSEE 
KY TEXAS 
LOUISANA VIRGINIA %. 
MARYLAND W. VIRGINIA 7 
MISSISSIPPI DIST. COLUMB' “4 
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Bankers Reserve Life 
Company 
Omaha, Nebraska 











Managers 


Wanted 


AVING recently entered 

a number of States, we 

are making an attract- 

ive proposition (from Home 

Office) to capable men in 

a few southern states and in 

northern Illinois, eastern 
Missouri and Indiana. 

















Write or Wire Us in 
Confidence 


The Bankers Reserve Life 
Company 


R. L. ROBISON, President 
W. G. PRESTON, Vice-Presiden SN 


Home Office: Omaha, Neb. 
Assets 13 Millions 


t R. C. WAGNER, Secretary-Treasurer 


Business 82 Millions 











4. Encouraging Development of Spe- 
cialties. 


Tentative Agency Building Program 1925 


Morning 
Stimulating Agents 
Contests and Drives. 
Quotas—Personal, Agency and Com- 
pany. 
3. Unique and Attractive Production 
Charts, Honor Rolls, Etc. 
Afternoon 
Maintaining Agent’s Morale 
1. Handling the Discouraged or Dis- 
affected Agent. 
2. Cultivating the Interest of the 
Agent’s Family. 
3. Service to Agents. 


Tentative Agency Building Program 1926 


Morning 
1. Terminating Contracts— 
(a) When to do it. 
(b) How to do it and retain 
goodwill of agents. 
Re-employing Former Agents. 
Developing Whole-Time from Part- 
Time Agents. . 
Afternoon 
System in Work 
1. Daily Reports. 
2. Systematic Work in Maintaining a 
Supply of Prospects. 
3. Analysis of Territory. 


Tentative Agency Building Program 1927 


Morning 
1. Developing New Agents from Agency 
Force. 
Developing Supervisors from Agency 
Force. 
3. How to Induce Joint Work. 
Afternoon . 
How and When to Get Supervisors. 
Methods of Compensating Supervis- 
ors. 
3. Division of Territory Under Super- 
visors. 
4. Supervision of— 
(a) City Territory. 
(b) Country Territory. 
5. Method of Training Supervisors. 
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Lincoln National Leaders 


S. J. Payne of West Virginia was the 
leading personal producer for the Lin- 
coln National Life for 1922. He paid 
for nearly $1,000,000 of personal pro- 
duction and will have the honor of secur- 
ing a plate bearing his name on the large 
bronze tablet in the main lobby of the 
Lincoln National home office building. 

Mr. Payne was the second largest pro- 
ducer for the Indiana company in both 
1920 and 1921. He delivered nearly 600 
policies last year and was restrained 
from full-time production because of the 
illness of his wife and by prolonged 
grand jury service. 

R. W. Fowler of Indiana, who was the 
leading producer for 1921 was second in 
personal production last year. S. A. 
Bardwell of Cleveland, O., was third; 
G. F. Lofthouse of Michigan, fourth; 
D. E. Peavey of Texas, fifth; M. 
Crandall of Utah, sixth; Thomas M. 
Knox of Chicago, seventh; E. K. Price 
of California, eighth: J. L. Mueller of 
Indiana, ninth, and O. F. Gilliom of In- 
diana, tenth. 





Writes a Million in Month 

Bruce Whitney, manager of the Mu- 
tual Life of New York for Wisconsin 
and northern Michigan, has announced 
that the business for March was the 
largest ever written in his agency, av- 
plications amounting to $1,607,750, with 
paid business of $1,017,417. 





Need Not Aid Farm Credit Plan 


Insurance companies, as the result of 
the action of the Nebraska house in com- 
mittee of the whole. will not be compelled 
to furnish part of the capital of the 
Nebraska Agricultural Credits Corpora- 
tion, and provide money for marketing 
purposes for producers of livestock, hay, 
grain, apples and potatoes. As orig- 
inally drawn it was proposed to take 10 
percent of the reserves for this pur- 
pose. The insurance men organized to 
protest against a use of the reserves 
that they felt would imperil their safety 
when loaned to men who could not bor- 
row through the usual channels. and this 
was stricken out. The standing com- 
mittee substituted an enforced contribu- 
iton of 10 percent of the gross premiums, 
but in committee of the whole, this was 
eliminated. 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a vi in i 
eo 





“Si.ggesticns for Increasing 
Your Income’”’ 
and would be pleased to send a copy 
to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 
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Points Which Salesman Must Consider 
In Writing Life Insurance to Care for 
Federal and State Inheritance Taxes 


By E. 8S. BRASHEARS 
Manager Union Central Life, Washington, D. C. 


O my mind, under this topic of 

inheritance taxes and insurance, 

should come not only the question 
of taxes, but the whole question of 
administration expenses and shrinkage 
of securities in an estate, and the use 
of insurance to offset these items. All of 
these items should properly be in- 
cluded in any program of insurance 
which might be submitted to a man of 
more than average means and they cover 
the specific need of the estate. These 
obligations can appropriately be met 
only by life insurance. The first ques- 
tion which naturally occurs to your 
mind is: Who needs this protection? 
Who are the prospects for this class of 
insurance? Every city has a great many 
of them—business men in all lines, 
bankers, professional men, and some of 
those without any definite business who 
might be classed as capitalists. It is not, 
however, only the very wealthy who 
need this insurance. The smaller mer- 
chants, the doctors, lawyers, real estate 
brokers—any one who is rated as over 
$50,000 should be interested. May I 
suggest that those of you who have not 
looked over the Dun and Bradstreet 
ratings will be surprised when you do. 
There are many people in your city who 
- poe at vastly more than you might 
think. 


Interview Easier Than 
On Any Other Basis 


You will find that with this class of 
Prospect it is easier to get an interview 
on a proposition to pay estate and in- 
heritance taxes than it would be on the 
subject of life insurance for any other 
need. Even the man who has told you 
that he has all he is ever going to buy 
will frequently warm up to this subject. 

t me warn the younger agent, how- 
ever, that before attempting to work 
along this line you should be prepared 
to discuss the whole subject intelli- 
gently and that you should be fairly 


—— familiar with the working of both the 
inheritance and the income tax laws. 

— di- Men of means are all keenly interested 

real c0- m matters of taxation and you are 
usually able to get their close attention 

jauowne when you stick to that subject. How- 

ssident ever, these men are of a most intelli- 

Agencies gent class and they soon lose interest 

_—— if they find that you are not thoroughly 
Posted on your subject. May I inject 

>HIA, PA. right > a caution against using your 
approach or interview in an attempt to 

——— Foster ill feeling against taxes or the 
government that assesses them. Revenue 

‘CE CO. | § ‘or our government must be raised and 
the time will probably never come when 
arge amounts of it will not be raised 

sent through income and inheritance taxes, 
and as a matter of fact when understood 

13 130088 the inheritance tax is probably the most 

oir sane of all taxation. It is not our 

*- 5 400,18 | Province to discuss the injustice of tax. 

rE ong. 162 ut rather is it our province to furnish 

-- Shes | an adequate means for its prompt pay- 

ut ment. 

of What Are the Debts 

__ 999,168.08 Accruing at Death? 

*** 46,258,018 N 

ro Whar” as to the need of this protection. 

SONS at are the debts accruing at death? 

‘ 4 May I list them? 

= " The federal estate tax. 

“Wat. Bank ». the state inheritance tax, which 
applies in most states. 

10 > Administration expenses. 

' lei hrinkage of securities. 

hern Obl 1B. — hardly necessary to go into detail 

pelices the inhe ne the federal estate tax or 

tates, nee tax laws of the various 


You are already familiar with 





them, so I will simply review briefly 
their general features. 

The federal tax is purely an estate 
tax as distinguished from the inheri- 
tance taxes which apply in most of the 
states. It is a tax upon the right to 
transfer property and is levied on the 
entire estate as a whole after deducting 
the necessary administration expenses 
and allowing a specific exemption of 
$50,000, and a further exemption of life 
insurance if payable to a named benefi- 
ciary in amount up to $40,000, This 
makes possible a total of exempt estate 
up to $90,000. All above $50,000, outside 
of the life insurance—$40,000—and the 
necessary administration expenses is the 
net estate for tax purposes. The tax 
is then graded from 1 percent on the 
first $50,000 above the exemption up to 
25 percent on all over $10,000,000, and 
it is comparatively easy to figure. The 
amount of the federal tax on an estate 
of $1,000,000 is $51,500 and on an estate 
of $2,000,000 it jumps to over $161,000. 
This tax is due one year after death 
and is subject to penalties if not paid 
within 18 months after death. 


State Inheritance 
Tax Laws Differ Widely 


In the District of Columbia we have 
no inheritance tax, but almost all of 
the states have, and of course, as is 
usual with state laws they differ very 
widely. I think there are now only 
two states, Alabama and Florida, in 
which taxes are not levied on inheri- 
tances. As I stated, the inheritance tax 
is levied on the right to receive bequests 
and it is not therefore based on the 
whole estate but on the individual in- 
heritances and each beneficiary is 
usually entitled to his own specific ex- 
emption, which varies according to the 
closeness of the relationship and the 
state in which the deceased resided. The 
rate of tax is usually also graded ac- 
cording to the amount received. Most 
states also have non-resident or a trans- 
fer tax provision which applies in addi- 
tion to the taxes in the state of actual 
residence of the deceased. On the estate 





of the late Henry C. Frick, of Pitts- 
burgh, the entire amount was taxed in 
Pennsylvania, but in addition 17 other 
states collected non-resident taxes, and 
in West Virginia and Kansas the non- 
resident taxes amounted to over $200,000 
in each state. The executor of the 
Frick estate questioned the right of 
Pennsylvania to collect taxes on prop- 
erty of a personal nature located in 
New York and Massachusetts and also 
claimed as a deduction the amount 
which was paid the federal government 
in estate taxes. The courts have upheld 
the Pennsylvania law and the right of 
the state to collect, no matter where 
the property was located and without 
deduction of the amount paid to the in- 
ternal revenue department. They did, 
however, hold as exempt certain prop- 
erty given to the city of Pittsburgh for 
a public park and a bequest of $2,000,000 
for its maintenance. 


Items to Be Included in 
Administration Expenses 


Under the item of administration ex- 
penses will be found court costs, attor- 
neys fees, fees of executor or adminis- 
trator, and they may run into very siza- 
ble figures. Probate justices have esti- 
mated that the average cost of adminis- 
tration will run some place between 5 
and 10 percent of the entire estate and 
sometimes even greater than this maxi- 
mum. Our District of Columbia law 
fixes executor fees alone at from 2 per- 
cent to 10 percent. 

In planning for the expenses which 
must be met another item to be con- 
sidered is of course incume tax. During 
the year of administration the estate 
must pay the same income tax that the 
individual would have had to pay, and 
often times large sums of income tax 
are in dispute or from the audit of 
previous returns arise. One of the most 
lucrative practices of law at the present 
time, as you all know, is the practice of 
income tax law. In considering the 
question of taxes to be covered by life 
insurance this item of income tax may 
assume a relatively large proportion. 
The estate and inheritance taxes alone 
might not require an alarming amount, 
but when the whole expense of the es- 
tate, possible income tax, and shrinkage 
of securities is considered the subject 
presents a large field for life insurance 
of a very considerable size. 

The question of the shrinkage of se- 
curities may affect a very modest estate 
and sometimes losses total as much as 











“RICH IN LIFE—BANKRUPT IN DEATH” 








HE following words, written by Mar- 

garet M. Snively of the home office, 

Security Life of Chicago, give an 
interesting picture of the effects of an 
unprotected life, citing Madame Sarah 
Bernhardt as a pitiful and yet glaring 
example: 

“The Bloomington Pantagraph of 
April 4, 1923, had this to say of Bern- 
hardt, the most notable figure of all 
time upon the stage. ‘While the whole 
world is lauding Sarah Bernhardt as 
one of the greatest actresses a small 
dispatch from Paris records the fact that 
the place she had selected for her burial 
is not available, having been sold some 
time ago to get money to keep her alive. 
Having trod the high planes of the 
world’s popularity, she died in poverty, 
and the little spot of ground that she 
had chosen as her tomb was denied her 
by the necessities of her later years. 
Perhaps she was a spendthrift in the 
years of her large earnings; perhaps fate 
that was uncontrollable left her bereft 
of means, At any rate, the story is one 
that the world’s history is familiar with. 
One American has said that a man’s 





(or woman’s) best friend in lonely old 
age is the almighty dollar.’ 

“In her palmy days it is said that 
Bernhardt carried with her the rose- 
wood coffin in which she was buried, 
and long ago had purchased the wind- 
swept island where it was her wish to 
be buried. She did not ignore the 
thought of death, as many do, but her 
preparations for it were futile. 

“Sarah Bernhardt’s earnings during 
her lifetime ran into the millions of 
dollars. It is said that her frequent 
American tours averaged not less than 
$500,000 each. Yet, though she worked 
up until her last moments, the great 
actress died in poverty. Talent, riches, 
ability to produce up to the age of 78, 
all were swept into nothingness through 
bad management—lack of thrift. 

“If, in the zenith of her career, Bern- 
hardt had acquired even $100,000 of life 
insurance, carrying an annuity beyond 
age 70, the Divine Sarah’s’ last hours 
would have been spent in comfort, with 
no financial worries, and the spot chosen 
by her for her tomb (one of her dearest 
possessions), would have been held in- 
violate.” 





25 to 30 percent of the whole estate. 
It was 40 percent in the Stillman estate 
of $40,000,000 and it reduced the $9,000,- 
000 estate of Zenas Crane, founder of 
the Crane Paper Mills, by over 
$2,000,000. 

These reductions in estates are often 
so large that they endanger the bequests 
of the deceased. If a man with an 
estate valued at a $1,000,000 should make 
definite bequests covering the full 
amount, someone would have to suffer 
because the deductions and shrinkage 
would reduce the estate anywhere from 
$150,000, which might be judged the 
minimum, to a much larger sum depend- 
ing on the nature of the investments, 
and if any prospective amount is left 
to a residuary legatee it is often left 
with the expectation that the residuary 
estgte forms the largest inheritance. The 
residuary legatee is often the one in 
which the testator is most interested, 
yet the estate shrinkage is apt to fall 
most heavily upon this resident. 

You all know of instances of people 
who have been rated as wealthy whose 
estates when settled have dwindled to 
very small figures. News items such as 
this from the Chicago “Journal of Com- 
merce” are quite common: 

“Despite a total par value of $1,000,000 
the estate left by the late Peter S. 
Grosscup, Chicago, former judge of the 
federal court of appeals, is worth only 
about one-third that sum, according to 
an inventory filed in the probate court. 
Nearly $600,000 par value of the estate 
is listed as ‘worthless’ or ‘desperate.’ 
The | rest is listed as worth less than 
par. 


Same Approach As in 
Covering Other Needs 


In submitting a proposal of life in- 
surance for inheritance tax purposes 
you should approach the subject in the 
same way that you approach life insur- 
ance to cover any other need. Very 
few people whose ‘estates will have to 
pay these taxes have ever stopped to 
consider how the payments are to be 
made or what the effect on their estates 
will be, It is our job to advise them 
and help them plan for that event. 

Your appeal in these cases combines 
the appeal of love of family with an 
appeal to pride in leaving intact for a 
man’s family the entire amount of his 
estate at the time of his death, Men 
who have achieved success are justly 
proud of that fact and they have a just 
pride in leaving their estate intact as 
a monument to them as well as a pre- 
ventive of want on that part of their 
families. This presents a very definite 
appeal. Men who have built up large 
businesses from nothing are susceptible 
to the appeal to their pride and they 
are usually sufficiently careful so that 
that appeal and the means for meeting 
it will usually produce results. 


Illustration Given by 
Dr. Albright Cited 


In an article by Dr. Albright, star 
producer of the Northwestern Mutual 
Life, in one of the magazines last 
summer, one of the stories which he 
told illustrated the necessity of this pro- 
tection. He tells of a man whom he 
calls Andrews and how he sold him an 
income policy. Then he tells us that 
Andrews grew wealthy, building up an 
estate worth $2,000,000, aadslenliy all of 
which was tied up in his own company, 
and he called attention to the fact that 
this.estate would require about $325,000 
in taxes, but he said that while he was 
considering the matter Mr. Andrews 
died and it was necessary for his widow 
to sacrifice something like $600,000 
worth of stock to meet this much 
smaller obligation. Had cash been 
available time might have saved the sac- 
rifice, and cash is the only thing which 
would afford the time. Remember these 
taxes and expenses must be paid within 
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Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42% 

Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. - 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 
Kansas, Southern Ohio and Virginia 





THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus’’ 





For Information Address the . 
Home Office at Cincinnati 














New England Mutual Life Insurance Co. 
87 Milk St., Boston 
December 31st, 1922 
$127,966,787.69 
121,028,068.67 
6,938,719.02 


0 
Liabilities. . .... 
SE 





The Dividend of $4,400,000, set aside to be paid in’ 1923, 
is carried as a liability and is not included 
in the Company’s Surplus 

















Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 2 to 60. F 
Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s | ce on the Ordinary, i.e Annual, Semi-annual or quarterly 
premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Riek Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO, ILL.” 

















a year and sometimes securities would 
redeem their value if immediate sacri- 
fice were not necessary. Very few men, 
carry large estates in liquid assets or 
in cash. The bulk of most estates is 
in property which cannot be quickly 
turned into cash and sudden foreclosure 
of these items usually shows tremendous 
shrinkage. 

Difference in Income 

Would Pay for Insurance 

The carrying of large cash reserves 
is neither logical nor sensible and 
quickly convertible assets usually carry 
very low interest rates. So if your 
prospect suggests cash or Liberty bonds 
in safe deposit to meet these charges 
it can easily be shown that the difference 
in income available will more than pay 
the insurance charges. 

Let me make this point clear. The 
average man on money in his business 
earns 10 per cent or more, whereas the 
largest rate he can get on Liberty bonds 
is 4% per cent. This leaves a margin 
of 5% per cent, which will pay the usual 
premium on life insurance for the face 
of this investment. The life insurance 
would enable him actually to save the 
Liberty bonds or the principal intact for 
his estate. 

Sometimes you will find a man who 
says he has enough of ordinary life 
insurance to cover these costs without 
taking life insurance for that purpose 
particularly But usually when his mind 
is called to it he will admit that the 
insurance which he already has he has 
taken for some other purpose, such as 
securing credit, specific income to his 
family, or something of that kind. 

The mention of large carriers of in- 
surance is usually very telling on this 
type of prospect. Such men as J. 
Pierpont Morgan, who carried $2,500,- 
000; Julius Rosenwald, $2,000,000; 
Percy Rockefeller, $2,000,000; Henry P. 
Davison, who recently died, $1,000,000. 
There are some men in every town 
whose large insurance carried is local 
knowledge and very useful as an illus- 
tration. 
Ar nt That Insurance 
ould Increase Estate 

Some men may advance the thought 
that this insurance would increase their 
taxable estate, but that argument is 
somewhat akin to that of the man who 
does not wish to earn money because 
of the income tax he would have to pay 
on it. On the average estate only 6 or 
8 percent would of necessity have to 
be paid, and on a $10,000,000 estate only 
25 percent would have to be paid. 
This may be offset by the fact that by 
prompt payment of the inheritance tax 
his executor may be able to save suffi- 
cient to largely offset that. In several 
of the states five percent deduction is 
allowed if paid within six months and 
delinquency always adds to the cost. 

Sometimes we find men whose wives 
have independent means, in which event 
insurance can be carried by the wife 
to meet these charges without increas- 
inv the estate, for the treasury depart- 
has ruled that policies taken out by a 
wife upon the life of her husband and 
paid for out of her separate funds are 
not subject to estate tax. If she-is 
the principal beneficiary in the estate 
and the one to lose by the deductions 
she can protect herself by carrying the 
insurance from her own funds. 

There is some question whether the 
limitation on exemption of life insur- 
ance to $40,000 will be upheld by the 
courts, for it is difficult to see how 
insurance payable to a beneficiary can 
be construed as part of an estate. The 
cash values might be so construed, as 
in bankruptcy cases, but on death the 
policy becomes the property of the bene- 
ficiary. However, independent of this 
thought the field for inheritance tax 
insurance is large. 

These taxes are here to stay and with 
the growth of socialistic ideas the ten- 
dency will continue to be toward in- 
crease rather than decrease in inheri- 
tance taxes, because it presents not only 
an easy field for taxation but because 
it tends to break down centralization 
of wealth. It is the insurance man’s 
part to meet this situation with the 
logical application of insurance service. 
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Missouri State Life—Insurance in 
force April 1 amounted to $407,087.086. 
The increase in the first quarter was 
$21,500,000. New paid-for business the 
first three months was $34,413,578. This 
was more business than was paid for in 
the first six months of last year. 

x * * 


Detroit Life—The official report shows 
a production of new business of $2,106,- 
000 in Michigan for March. This com- 
pares with $1,200,000 new business pro- 
duced in March last year. It is the 
largest volume of business written by 
this company in its history. This brings 
the total of new business written so far 
this year by the Detroit Life up to 
$5,593,000. 












* * * 


Illinois Life—Its new issued business 
for the first quarter was $7,851,500, as 
compared with $6,281,000, an increase of 
25 percent. The new first year premiums 
for the quarter were $175,647, as com- 
pared with $116,209 for the similar pe- 
riod of last year. The renewals were 
$896,615, as compared with $790,574. 
March was the largest March in the 
history of the company. The issued 
business was $2,866,500. 

x * * 

Connecticut Mutual Life—It closed the 
first quarter of 1923 with a total issued 
business of $23,056,985. This amount is 
a gain of 30.8 percent or $5,432,224 more 
than was issued during the same period 
in 1922. 








































STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC.,, 
REQUIRED BY THE ACT OF CON- 


GRESS OF AUGUST 24, 1912, 
Of The National Underwriter, Life Insur- 
ance Edition, published weekly at Chi- 
cago, lll., for April 1, 1923. 

State of Lllinois, 
County of Cook, 
ss. 

Before me, a Notary Public in and for 
the State and county aforesaid, person- 
ally appeared John F. Wohlgemuth, who, 
having been duly sworn according to 
law, deposes and says that he is the 
business manager of the National Under- 
writer, Life Insurance Edition, and that 
the following is, to the best of his knowl- 
edge and belief, a true statement of the 
ownership, management (and if a daily 
paper, the circulation), etc., of the afore- 
said publication for the date shown in 
the above caption, required by the Act of 
August 24, 1912, embodied in section 443, 
Postal Laws and Regulations, printed on 
the reverse of this form, to-wit: 

1, That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: 

Publisher, The National Underwriter 
Co., Cincinnati-Chicago-New York. 

Managing Editor, C. M. Cartwright, 
Evanston, Ill. 

Associate editors, H. J. Burridge, F. A. 
Post, Chicago, Il. 

Business Manager, John F. Wohlge- 
muth, Hinsdale, Il. 

2. That the owners are (Give names 
and addresses of individual owners, OF, 
if a corporation, give its name and the 
names and addresses of stockholders 
owning or holding 1 percent or 
of the total amount of stock): The Na- 
tional Underwriter Co., Cincinnati-Chi- 
cago-New York; E. J. Wohlgemuth, Cin- 
cinnati, Ohio; John F. Wohlgemuth 
Hinsdale, Ill.; R. E. Richman, Cincinnatl, 
Ohio; G. W. Wadsworth, Chicago, TL; G 
M. Cartwright, Evanston, IIl.; H. J. Bur- 
ridge, Chicago, Ill.; H. M. Diggins, Cin- 
cinnati, Ohio. 

That the known bondholders, mort- 
gagees, and other security holders, own: 
ing or holding 1 percent or more of total 
amount of bonds, mortgages, or othe? 
securities are: (If there are none, 8 
state.) None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders if any 
contain not only the list of stockholders 
and security holders as they appear ue 
the books of the company but also ® 
case where the stockholder or securit¥ 
holder appears upon the books of 5 
company as trustee or in any other fidu- 
ciary relation, the name of the person OF 
corporation for whom such trusteé 
acting, is given: also that the said t 
paragraphs contain statements emia 
ing affiant’s full knowledge and belie 
to the circumstances and conditions viert 
which stockholders and security ho 
who do not appear upon the books 0 
company as trustees, hold stock ¢ 
securities in a capacity other than 
of a bona fide owner; and this affiant 
no reason to believe that anv other P 
sons. association, or corporation has 
interest. direct or indirect, in the 5 
stock. bonds, or other securities @ 


stated by him. John F. Wohlgemuth, 
Sworn to and agg before me ™ 
30th day of March, a* ‘p. Rogers, 


. i. 
(Seal) Notary Publ 
My commission expires June 22, 1926. 































